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UNDERWRITER 


Like InAwrance Edition 


It has been suggested that modern life insurance 
management should have men trained within its 
own organization on the bench continuously ready 
to step into opportunities arising from the orderly 
growth and expansion of the business.” Northwest- 
ern National Life has been following this pattern 
for more than a decade. During the past five years 


it has called more than 29 such men “‘off the 


bench”’ into challenging openings in field man- 
agement, and currently has 19 others in training 
as future leaders of successful agencies. This 1s 
just one of many reasons why our agents hold 


the NY NL franchise in highest regard. 


*With a nod to Ralph Engelsman for his thought- 
provoking remarks at the 1957 ALC Annual Meeting. 
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A YOUNG MAN TO LOOK UP TO 
IN MORE WAYS THAN ONE 


Six-foot six-inch Daniel McLaren Witten, CLU, is in every sense of 
the word a success at 34 — already earning honors and recognition 
in both his Company and community which many men are satisfied 
to attain over the course of a lifetime. 


A graduate of Williams College; a Lieutenant (jg) in the United 
States Maritime Service during World War II. 


Voted the Cincinnati Agency’s “Most Valuable Associate” within 
his first 10 years as a Union Central life underwriter; a member of 
his Company’s $500,000 Club since 1950; designated a Chartered 
Life Underwriter in 1952: a member of the industry’s Million Dollar 
Round Table and a charter member of his Company’s coveted 
President’s Club, based on his record of producing more than a 
million dollars of life insurance a year since 1955. 


A responsible participant in church and civic activities — exemplifying 
the type of individual who realizes his ambitions in any business, 
and especially in the life insurance business. Dan Witten sums it 
up this way: “The Union Central has proved to me that life 
insurance is perhaps the only career in which a young man can 
succeed quickly, permanently, and to the full extent of his abilities.” 


A map of Cin- 
cinnati’s future 
xpressway system 
holds _ attention of 
Mr. Witten _ and Mr. 
Charles Sawyer, 
prominent Cincin- 
nati attorney and 
former U. S. Secre- 
tary of Commerce. 
Mr. Witten is a 
member of the Cit- 
izens Development 
Committee; Mr. 
Sawyer, president. 








Continuous service is an important factor in 7 success— Dining on the terrace is a irequent summer evening custom for the Witten family. 
ful life insurance career, In the scene above, Mr. Witten Usually, Dan handles the —s under the experienced and watchful eye of his 
is on’, details for expansion and _ liberalization wife, Joan, while seven year old Danny and nine year old Carol voice their 
of a Union Central Group Program for Mr. Albert A. encouragement from the sidelines. Strangely, as evidenced in the above scene, 
Graves, Vice President of a leading Cincinnati company. the aroma of charcoal steak doesn’t appear to disturb Topsy, the pet cocker spaniel. 


THE UNION CENTRAL LIFE INSURANCE COMPANY ~ CINCINNATI 


Security for the American Family since 1867 
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Supreme Court Says 
FTC May Inspect 
The Fund's Records 


High Court Reverses Appeals 
Court Which Upheld 
Refusal To Show Records 


WASHINGTON—U. S. Supreme 
Court has reversed the ninth circuit 
court of appeals decision upholding the 
refusal of President James F. Crafts of 
Firemen’s Fund to produce A&S ad- 
vertising material in the proceedings 
prought by Federal Trade Commission. 

The Supreme Court issued a per 
curiam opinion which merely cited the 
Endicott Johnson and Oklahoma Press 
cases as the basis for its ruling. The 
opinion has the effect of affirming 
the FTC argument that it possesses 
the power to subpoena the advertising 
records. The question of FTC jurisdic- 
tion over A&S advertising is not di- 
rectly touched here. 

This means that the case now may 
be returned to the FTC hearing exam- 
iner and the commission for trial. It 
reinstates the opinion of the federal 
district court which ordered compli- 
ance with the subpoena. 

* e e 

Firemen’s Fund, accused of decep- 
tive A&S advertising by FTC, refused 
to comply with a commission subpoena 
ordering Mr. Crafts to submit certain 
requested documents to J. Earl Cox, 
the hearing examiner. The company 
contended that FTC lacked jurisdic- 
tion, that the A&S exhibits were not 
relevant to any inquiry within the 
commission’s authority, and that pub- 
lic law 15 left the jurisdiction to the 
states. 

FTC took the case to federal district 
court which ordered Firemen’s Fund 
to comply with the subpoena. The 
court said the question of jurisdiction 
should be raised later. 

The company appealed. Appeals 
Judge Fee, who wrote the opinion fa- 
voring the company, said the subpoena 
was too broad and that the action to 
endorse it was initiated to obtain dis- 
closure of the records without settling 
the question of FTC’s power to in- 
vestigate the company in this proceed- 
ing. He did not rule broadly on the 
matter of jurisdiction under the Mc- 
Carran act because the court was not 
asked to do so. 

The commission then asked Supreme 
Court to review the circuit court de- 
cision. The court’s short opinion in 
granting the petition included no dis- 
cussion of the reasons for the ruling. 
It simply cited the two cases. 

The subpoena issue is a procedural 
one. Firemen’s Fund fought the case 
mainly on the subpoena, and the courts 
have decided narrowly on that issue. 





LOAMA Graduates To Meet Oct. 29 

J. Finlay Allen, vice-president and 
secretary of Home Life of New York, 
will comment on “Some Current Chal- 
lenges to Management” when Society 
of LOMA Graduates holds its first 
meeting of the season at 6 p.m. Oct. 29 
at Home Life’s home office. 





Shortage Of Personnel Is Major Problem; 
Actuaries Must Keep Attuned To Times 


The increased workload on actuaries 
has accentuated the need for more 
people in the pro- 
fession and _ has 
posed a major 
problem to Society 
of Actuaries in re- 
cruiting and edu- 
cation, Malvin E. 
Davis, vice-presi- 
dent and chief ac- 
tuary of Metro- 
politan Life, wrote 
in his presidential 
address to the so- 
ciety at its annual 
meeting at New 
York. 

Mr. Davis was unable to attend be 
cause of illness. His speech was read 
by Thomas E. Gill, actuary of London 
Life and secretary of the society. 

The increased workload is one of the 
problems caused by the vertical and 
horizontal increases in life insurance 
coverages in the past decade, Mr. 
Davis said. The rapid succession of 
new developments has added greatly 
to the responsibilities of the actuaries. 

He expressed his confidence that 
the society will solve these problems 





H. F. Rood 





NEW OFFICERS 

President, Henry F. Rood, Lincoln 
National, succeeding Malvin E. Davis, 
Metropolitan Life. 

Vice-presidents, J. E. Hoskins Trav- 
elers; Norman M. Hughes, National 
Life & Accident, and A. Pedoe, Pru- 
dential of Great Britain. 

Secretary, Thomas E. Gill, London 
Life. 

Editor, Alden T. Bunyan, Phoenix 
Mutual. 

Board of governors, Gilbert W. Fitz- 
hugh, Metropolitan Life; V. E. Hen- 
ningsen, Northwestern Mutual; H. R. 
Lawson, National Life of Toronto; 
John H. Miller, Monarch Life; W. A. 
Milliman, consulting actuary of Seattle; 
W. J. November, Equitable Society, 
and Roland G. Stagg, Lincoln National. 





by helping actuaries keep up-to-date 
on various developments, by attracting 
suitable young people to the profession 
and by keeping actuaries’ training at- 
tuned to the times. 


Life insurance in force has increased 
140% in the U.S. and 175% in Canada 
during the past 10 years. Despite this, 
there is ample opportunity and need 
for further sales of life and health in- 
surance if the public is to have as 
much coverage as would be advanta- 
geous to their beneficiaries. The rise 
in population and the reduced pur- 
chasing power of the dollar have in- 
creased the need for coverage, while 
the larger earnings of the people have 
improved their ability to buy. 

Companies have striven to make the 
premium dollar as productive as pos- 
sible for insured under prevailing con- 
ditons, he added, pointing out that it 
is significant that the outlay for life 
insurance has not increased as fast as 
the amount of life insurance in force. 


Reviewing some of the more impor- 
tant developments in the life insur- 
ance business in this decade, Mr. Davis 
stated: 

1. Differentiation in policy cost by 
size of policy is now being made by 
many companies. Of the largest 50 
companies, more than 40 now have 
plans involving a minimum of $10,000. 
Some companies offer different cost 
levels for different size groups. Some 
vary policy divdends on the basis of 
policy size. 

2. The actuary must consider the 
propriety of terminal dividends for his 
company, taking into account its par- 
ticular circumstances. 

3. The sharp improvement in mor- 
tality during the past 20 years has 
been slowed down in the last five, in- 
dicating probable changes in mortality 
relationships in the years ahead. The 
difference in mortality between the 
sexes has widened. The increased im- 
portance of cardiovascular diseases 
and cancer suggests that perhaps the 
life insurance business might find it 
worthwile to use its facilities for the 
development of diagnostic tests to 
catch these diseases early. 

4. There are now over 20 companies 
offering lower premium rates for fe- 
males than for males. Experience dif- 
fers among companies, however, and 
not all find it justifiable to make this 
differential, particularly if the in- 
creased expenses because of the gen- 
erally smaller policies issued to fe- 
males offsets the savings in mortality. 

5. A new mortality table reflecting 
recent death rates has been drawn up 
and is now under consideration by 
National Assn. of Insurance Commis- 
sioners. 

6. Material changes have been made 
recently in underwriting standards, 
with the reduction or removal of many 
substandard ratings for both occupa- 
tion and physical impairments. This is 
a reflection of the improved mortality. 

7. Automation is being widely 
adopted by life companies, some with 
their own big machines, some sharing 
with others and some using small ma- 
chines. The actuary of a company to- 
day must have an intimate acquaint- 
ance with the capabilities of suc 
equipment and with the changes in 
procedures required. 

8. The pre-authorized check plan is 
another innovation of recent years, 
with more and more banks cooperat- 
ing. In Canada, the bankers associa- 
tion has endorsed it. 

9. Material changes have occurred 
in group life insurance, including in- 
creased attention to firms with smaller 
numbers of employees, inclusion of 
permanent and post-retirement bene- 
fits, and a trend towards larger 
amounts on executives. 

10. A&S has come to be extensively 
written by the life companies. 


A helpful pattern for the application 
of the recommendations of an indus- 
try committee with respect to reserve 
requirements on guaranteed renewable 
hospital-surgical insurance was con- 


tained in a paper presented by Edwin 
(CONTINUED FROM PAGE 23) 


‘Magic Brains’ Are 
Big Attraction For 
Visiting Actuaries 


International Congress Has 
Close To 2,000 On Hand, Of 
Whom 700 Are From Abroad 


By ROBERT B. MITCHELL 


NEW YORK—The long-heralded In- 
ternational Congress of Actuaries got 
under way here Tuesday in truly im- 
pressive style, with an attendance of 
close to 2,000 including wives and oth- 





Malvin E. Davis Klem 


Walter 


er visitors. There are more than 1,200 
actuaries here, nearly half of whom are 
from overseas. The headlined speaker 
was former Sen. Henry Cabot Lodge 
Jr., U. S. ambassador to the United 
Nations, whose talk was suitably im- 
ternational in scope. 


At the back of the platform were 
ranged the flags of all the countries 
represented in the congress’s mem- 
bership. The audience, which filled 
the grand ballroom of the Hotel Com- 
modore, could listen to the speakers 
in whatever language they were talk- 
Ing In or get a simultaneous trans- 
lation in any of four other languages, 
by listening on the small portable ra- 
dio headphone sets provided for the 
purpose. These got their “broadcasts” 
from an antenna running the length 
of the ballroom, so that it was readily 
possible to follow the proceeding in 
English, French, Spanish, German or 
Italian by switching the channel but- 
ton on the set. 

The congress meets only once every 
three years and this is the first time 
since 1903 that it has met in the 
United States. 


Unfortunately, the meeting was 
marred by the absence of Malvin E. 
Davis, vice-president and chief actu- 
ary of Metropolitan and the retiring 
president of Society of Actuaries, 
which held its annual meeting here 
Monday. Only about a week before, 
a routine physical checkup revealed 
that Mr. Davis had a heart condition 
which, though not classed as an attack, 
was sufficiently serious for his doctor 
to hospitalize him for treatment and 
complete rest. He had been under un- 
usually heavy pressure as president 
of the congress committee for this 
meeting and general chairman of the 
committee on arrangements. 

The congress sent a message of 

(CONTINUED ON PAGE 238) 





é 


EVANS CITES GROWTH 


Colonial Life Marks 
60th Anniversary At 
Convention, Banquet 


Colonial Life celebrated its 60th an- 
niversary at a banquet attended by 600 

: in Hotel Statler 
at New York. Al- 
though the actual 
anniversary date 
is Oct. 27, the ob- 
servance was held 
in conjunction 
with the annual 
convention of field 
personnel. 

President Rich- 
ard B. Evans said 
insurance in_ force 
now exceeds $450 
million while as- 
sets have passed the $75 million mark. 
He predicted that insurance in force 
and assets will be more than $2 billion 
and $200 million, respectively, when 
Colonial marks its 70th birthday. The 
company will have a difficult time 
finding facilities large enough to ac- 
comodate a similar gathering. 

The affiliation with Federal has been 
supported enthusiastically by officers 
and directors, Mr. Evans said. The 
opportunity to grow more rapidly 
through the extenson of Colonial serv- 
ices to the Federal agency organization 








R. B. Evans 
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on a nationwide basis will mean much 
in maintaining Colonial’s competitive 
position. 

Everyone connected with the compa- 
ny has played a part in its progress. 
Challenging opportunities to expand 
Colonial services lie ahead which can 
mean more to the growth of individual 
careers than ever before in this or any 
other life company, he said. 

Commissioner Howell of New Jersey, 
the guest of honor, congratulated the 
company on its anniversary. The 
company will continue to progress and 
render important services in the years 
to come. He praised Colonial for still 
recognizing the need for both ordinary 
and industrial insurance. 


The New Jersey department is 
pleased with Federal’s acquisition of 
Colonial. The association will be ad- 
vantageous to both. Mr. Howell lauded 
the officers and producers for their ac- 
complishments. 

President Percy Chubb II of Federal 
said his company is happy about the 
new alliance. He extended best wishes 
to everyone. He and Mr. Howell spoke 
briefly. 

Gov. Meyner of New Jersey and Mrs. 
Meyner paid a brief and unexpected 
visit to the dinner. New Jersey is proud 
of Colonial and the contributions it has 
made to state growth, Mr. Meyner 
said. The state and the company have 
prospered and progressed together. He 
paid tribute to the Colonial manage- 
ment and congratulated the company 
on its anniversary. 

Mr. Evans, who acted as master of 
























4 

&, HOSPITALIZATION ¢ GROUP 

= IN 

ay PENNSYLVANIA ° OHIO ® EB 
INDIANA, * | MENNESSEE * ARKANSAS Zi 
LOUISIANA *~—« MISSISSIPPI *| FLORIDN ‘| 
MINNESOTA * VIRGINIA * Malt) . 

SOUTH CAROLINA ° 
























plete portfolio — policie 


tures ..-+ 
into — and really S-E-L-L! 


‘3 hitting, 
Everything furnished to y 


sales potential ¢ 


MORE COMPETITIVE - - - 


$ filled with unusual selling fea- 
loaded with advantages you 


MORE MERCHANDISING . - - 
sales producing program, from 
ov without charge. 


ERTISING .«- 
MORE ADVERTISING » » » tt 


LA.C.A. offers o com- 


é 







can get your teeth 







We offer o hard: 


“mail to sole” r 







We help you develop 
sing, direct moil, 






_4 at Kansas City for its railroad de- 
partment. 


design features use of a curved wall 
facing Broadway with vertical lines 
of brick, glass and steel. The entire For ‘56 Annual Report 
building is air-conditioned. An ample 
off-street, illuminated parking area has 
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Manhattan Attains 
$1 Billion Mark Of 


ceremonies, read a congratulatory tele- 
gram from President Charles J. 
Zimmerman of Connecticut Mutual. 
Mr. Evans introduced Richard D. 
Nelson, executive vice-president; 
James G. Bruce, vice-president and 
secretary; Francis J. Pinque, vice- | | F 
president and comptroller; William R. nsur ance n or ce 
Gannon, vice-president and counsel; Manhattan Life has passed the $1 
Eric G. Johnson, vice-president; Wil- billion mark of life insurance in force, 
liam C. Brown, vice-president and ac- The actual figure at the time of the 
tuary; Mr. Howell and Mr. Chubb, all last board meeting was $1,000,166,726 
seated at the head table. consisting of 60% in ordinary and 40% 
Also, Robert E. Wallace and William group. 
M. Rees, vice-presidents of Federal and In 1936, after 86 years in business, 
directors of Colonial; Lee Orton, treas- Manhattan had $64 million, all or- 
urer of Federal and a director of Co- dinary, on the books. It passed the 
lonial; Thomas Dew, vice-president of $100 million mark in 1942. In 1950, 
Federal; George R. Beach, Hubert F. the centennial, in force totaled $235,- 
O’Brien, George F. Perkins, Mark A. 672,883, all ordinary. 
Sullivan and Paul Scheerer, directors The company has been progressing 
of Colonial; Frederic M. Peirce, man- at a rapidly accelerating rate since the 
aging director of LIAMA; Lewis W. S. end of World War II. Last year was 
Chapman, director of company rela- the largest on record, with $274,422,711 
tions of LIAMA; Bruce E. Shepherd, in sales and $248,842,829 added to the 
manager of Life Insurance Assn. of in force figure. This included $53 mil- 
America; Holgar J. Johnson, president lion reinsured from Expressmen’s Mu- 
of Institute of Life Insurance, and tual Life of New York at year’s end. 
Martin B. Williams, executive director Sales in the first nine months of 
of Life Insurers Conference. this year totaled $162,576,246, indicat- 
° : : ing another good year for the compa- 
Mr. Evans introduced several out- ny, 
standing producers. Qualifiers for the x a ‘ 
President’s, Clic, Builders, Century and The progress made since World War 
Quarter Million Dollar Clubs attended J] can be traced to the long range 
the banquet. Also on hand were home sales program originated in 1934 when 
office personnel, wives and other James P. Fordyce, now chairman, 
guests. joined the company as director of 
Receptions, the anniversary banquet, agencies. He set up plans for the re- 
entertainment and dancing opened the organization and future expansion of 
convention. The next two days were the field force. This program, contin- 
devotec to group meetings where home uing under his direction in the post- 
office executives, field force members war era, has included expanded adver- 
and guests discussed a variety of sub- tising, sales promotion and public re- 
jects. lations efforts closely integrated with 
Colonial began business in Jersey the activities of the field force. 
City, N. J., and moved its home office Others who have been with Man- 
to East Orange, N.J., in 1947. It is li- hattan for more than 20 years and 
censed in six states and Puerto Rico. played key roles in its growth include 
Mr. Evans has been president since President Thomas E. Lovejoy Jr.; El- 
1945. Federal operates in all states and der A. Porter, vice-president and chief 
other parts of the world. actuary; Ralph P. Schaberg, secretary 
and treasurer; D. Theodore Kelly, vice- 
president and general counsel until 


Pacific Mutual Opens 1955 and now vice-president and as- 
sociate counsel. 


New K. C. Building ee 
Manhattan has picneered in writing 


Pacific Mutual Life recently opened j; : 
new modern offices at 3800 Broad- sr illgg Magy agin A en ee 
way, Kansas City, with a reception on. we F 4 one 
attended by 300 business, civic and fi- to include the incontestable clause in 
nancial leaders of the area. President its policies. It was one of the first 
T. S. Burnett and vice-president Ralph companies to operate in Texas and 
J. Walker participated in the opening. California. Shortly after World War 

The modern 5,000 square foot struc- II broke out, the company decided to 

ture houses Pacific Mutual’s Kansas yse an amount equal to all renewal 
Hodgin; the district slaime office waar, Premiums to purchase U. S. govern- 
aged by J. Marshall Lockwood, and — =~ for the duration of the 
Kansas City group office, managed by CMC . 
A. Edward Werner. The company will | Manhattan is the 63rd U. S. com- 
continue to maintain separate offices Pany to reach the $1 billion mark. 
There are 1,242 life companies in the 
U. S. 





The new building’s contemporary solitons : 
Hancock Wins ‘Oscar 


A bronze “oscar of industry” will be 
presented to John Hancock for pub- 


quolity-lead programs. aes 

FOR YOU... This is truly 
pres ans L.1.C.A.’s vigorous building pro- 
oan spells O-P-P-O-R-T-U-N-I-T-Y for you! 


been completed at the rear and ex- 
tends through to Washington str«et. 






lishing the best 1956 annual report 
among life companies entered in the 
annual survey sponsored by Financial 


Tell Plans For Home Oifice Life World, national weekly business mag- 
azine. 


Underwriter Examinations In 1958 The award will be presented at a 

The joint education and examination banquet Oct. 28 at Hotel Statler, New 
committee of Home Office Life Un- York. General American Life and 
derwriters Assn. and Institute of Home State Mutual will receive certificates 
Office Underwriters has announced for winning second and _ third place, 
plans for an examination on under- respectively, in the life insurance clas- 
writing on May 16, 1958. sification. 

Two hundred student underwriters Five thousand reports were entered 
in the U. S. and Canada sat for the in this year’s survey. Of this number, 
examinations last May and the same 1,874 qualified for final screening for 
number is expected to take the 1958 the bronze trophy awarded in each of 
tests. Information on the examinations 100 classifications. Purpose of the an- 
may be obtained from Donald J. van nual competition is to stimulate better 
Keuren, assistant actuary of Metro- reporting to stockholders and policy- 
politan Life. holders. 
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Atkinson Predicts A&éS 
Will Gain Same Public 
Acceptances As Life 


The public has not considered non- 
cancellable disability insurance essen- 
tial because so few companies issued 
this coverage in the past that many 
agents left it out of their selling ef- 
forts, Loyal Atkinson, general agent 
of Massachusetts Indemnity & Life 
at New York, told the Brooklyn 
pranch of New York City Assn. of 
Life Underwriters. 

The public has come to accept life 
insurance aS a must, however, be- 
cause the agents have done such an 
excellent job of selling the idea. But 
everyone who depends on earning 
power to meet present or future ex- 
penses needs disability insurance, Mr. 
Atkinson pointed out. 

In most cases where a need for life 
insurance exists, there also is a need 
for disability protection. This includes 
partnership agreements, buy and sell 
agreements of small firms, key man 
insurance, preservation of capital and 
many other situations. 

If life agents fail to tell their clients 
about the hazard of economic death as 
well as actual death, then competitors 
will. This could mean a door opener 
for the competitor and loss of a client 
for the agent. 

Life agents should not be put in a 
position where a client can ask why 
they failed to discuss disability insur- 
ance and what it covers, Mr. Atkin- 
son said. Agents owe it to their clients 
and themselves to at least tell them 
about the long term disability hazard. 

Disability insurance is being pre- 
sented more and more by life agents. 
Some day it will have the common 
acceptance that life insurance has at- 
tained. However, that time will not 
arrive until the life agent accepts this 
coverage as necessary for his own and 
his clients’ protection. When the time 
does come, it wiil mean another tre- 
mendous service rendered by the 
agents and a vast source of revenue 
to them. 

e e e 

“The House of Cards,” a skit about 
A&S, was presented by Robert Quat- 
soe, Arnold Kahn and Robert Han- 
auer, all New York Life, and Wilbur 
Neustein, Prudential. Gerald Marino, 
Prudential, was narrator. 

Mr. Neustein .and Murray Klein, 
Metropolitan, presented Life Under- 
writer Training Council course certifi- 
cates. Marvin Carlton, New York Life, 
branch president, conducted the meet- 
ing, held in Hotel St. George. 


New LIAMA Book Gives 


Objective Job Picture 


LIAMA has published a book, Do 
You Fit Into This Picture?, to enable 
managers to give an objective pic- 
ture of the agent’s job to prospective 
agents. The author is James L. How- 
ard Jr., staff editor. 

The book depicts the frustrations 
and disappointments in life insurance 
selling, as well as the satisfactions 
and rewards. The prospective agent 
Is Invited to fill out a self-analysis 
quiz at the end of the book to help 
him determine whether he is able and 
willing to pay the price of success. 

The book was inspired by LIAMA 
research in a company where termi- 
nations were 30% lower among agents 
who had been given a booklet con- 
taining an objective picture of the job, 
as opposed to another group not given 
the booklet. 

The 40-page book is chiefly for pro- 
spective ordinary agents. A new edi- 
tion for those selling both life and 
A&S will be published Nov. 1. 





Ad&S Payments Are 
Up 15% In 9 Months 


Benefit payments to persons under 
voluntary health insurance contracts 
totaled an estimated $1.8 billion in the 
first nine months, up 15%, according 
to Health Insurance Institute. 

Benefits paid under group hospital, 
surgical, medical and loss of income 
policies totaled $1.3 billion, up 20%. 
The rise in benefits under individual 
and family type policies was $469 mil- 
lon, up 4%. 

Hospital expense payments totaled 
$748 million, with $578 million re- 
ceived through group policies and $170 
million under individual contracts. 

Surgical expense payments totaled 
$299 million, with $241 million going 
to group policyholders and $58 million 
to indivduals. 

Medical expense payments amounted 
to $53 million, consisting of $45 million 
to group policyholders and $8 million 
to indivduals. 

Major medcal payments totaled $85 
million, with group policyholders re- 
ceiving $81 million and individuals re- 
ceving $3 million. These figures in- 
clude policies written alone or to sup- 


CENTRAL LIFE 


Preferred Combination 


Pacific Actuaries Set 
Agenda For Meeting 


The program has been arranged for 
the annual fall meeting of Actuarial 
Club of the Pacific States Oct. 31- 
Nov. 1 at Santa Barbara, Cal. 

Topics of current interest will be 
discussed. Subjects will include family 
plans, pre-authorized check plans, 
premium rates on “cheaper by the doz- 
en” policies and group life limits. In- 
dividual A&S discussions will cover 
non-cancellable, guaranteed renewa- 
ble, cancellable, persistency experience 
and major medical. Group A&S topics 
will include surgical fee schedules, 
indemnity limits on disability income, 
comprehensive and major medical. The 
impact, if any, of the recent entry of 
fire and casualty companies into the 
life insurance business will be dis- 
cussed. 





plement the basic hospital, surgical and 
medical coverages. 

Loss of income payments totaled an 
estimated $545 million, with $355 mil- 
lion to group policyholders and $190 
million to individuals. 


A leader and... 


Life (PCL) 


. with true graduated premium! 
Disability Income Continuance (DIC) 
.. revolutionary new disability income! 


Preferred Investment Plan (PIP) 
... premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. with more protection when it’s needed! 


Family Insurance Plan 


(FIP) 


... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
. one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Coutial Lie 


ASSURANCE COMPANY, 
Progressive and competitive, yes . 
at the expense of financial security 


DES MOINES 6, IOWA 


. . but not 
ASSETS 
SURPLUS 


INSURANCE 
IN FORCE 


$150 Million 
$ 13 Million 


$490 Million 





Munsell Describes ; 
Decentralization Results 
To St. Louis GAs 


ST. LOUIS—F. Turner Munsell, 
field vice-president at Chicago for 
New York Life, described his compa- 
ny’s decentralization ‘program at the 
October meeting of General Agents 
and Managers Assn. here. 

In 1952, with eight agencies within 
a two-block area along LaSalle street, 
New York Life decided to “take the 
company’s service and producers to the 
prospects,” rather than ask the cus- 
tomers to come downtown to be sold, 
Mr. Munsell said. Offices were opened 
in Evanston, Park Ridge, Oak Park, 
Park Forest, at 71st and Clyde on the 
south side, and at Gary, Ind. 

By 1956, the company’s 12 agencies 
in the Chicago area had an annual 
production of $123,600,000, compared to 
$61,730,000 for the eight banking dis- 
trict offices in 1953. Expected produc- 
tion for 1957 at the beginning of the 
year was $148,942,810 from active 
agents, brokers and terminated or in- 
active agents, with $134,408,710 of this 
total to come from the 402 active 
agents. However, as of Sept. 30, pro- 
duction was ahead of estimates and 
“the company now can reasonably ex- 
pect $152,000,000 of new business from 
Chicago this year,” he added. 

Speaking on “The Third Dimension 
in Agency Building,’ Mr. Munsell 
stressed the importance of the “two 
Rs,” recruiting and retraining. The 
agency that does a good job with them 
is “working both ends against the mid- 
dle—which is agency success,” he said. 

Turning to the Chicago area for an 
example, Mr. Munsell pointed out that 
of 175 new agents recruited in 1957, 
112 will continue with the company 
and produce an average of 19 policies 
for $6,486 each, or a total of $13,802,- 
208; 58 out of 123 new men in 1956 
will survive and produce 49.2 policies 
averaging $6,580, a total of $18,776,688; 
35 agents recruited in 1955 each will 
write 55 policies averaging $6,892 for 
a $13,267,100 total and 197 survivors 
out of 217 active agents in 1954 will 
average of 56.1 policies at $8,014 for a 
total of $88,562,714. He added that, in 
1956, New York Life had 24 million- 
dollar producers in the Chicago area. 

In addition to the “two Rs,” an 
agency must furnish its agents with 
leads, Mr. Munsell said. Every possible 
source of business must be examined 
to furnish possible leads. To illustrate 
his point, Mr. Munsell said that in 
1949, 83 St. Louis agents sent in 1,225 
applications for $5,827,675 in new busi- 
ness, all secured either directly or in- 
directly from leads furnished by the 
agency. 

“The success of any lead system will 
depend upon the enthusiasm of the 
general agent or branch manager for 
the plan,” he said. However, he warned 
against the hit-and-miss producer, who 
follows up a lead by bungling the pre- 
sentation and close so thoroughly that 
no agent for that company can ever 
do business with the prospect again. 
This is almost as bad as the hit-and- 
runner, who sells one policy and then 
forgets all about the buyer. 


Asks Dec. 31 Ala. Report 


Gov. Folson of Alabama has asked 
the committee recently created to 
study the state’s insurance laws to 
complete its study by Dec. 31. Such a 
study has required 12 to 18 months for 
completion in other states. Conjecture 
is that the governor may present his 
own plans for revising the insurance 
laws for adoption by the committee. 








Woodson Says Debit Is Big Future Factor 
In Mass Marketing Of Ordinary Plans 


The debit system, although originally 
devised for the distribution of indus- 
trial insurance, is 
proving increas- 
ingly to be a high- 
ly effective system 
for the mass-mar- 
ket distribution of 
all life insurance— 
ordinary insurance 
included — accord- 
ing to Benjamin 
N. Woodson, pres- 
ident of American 
General Life of 
Houston and Un- 
ion National Life 





B. N. Woodson 


of Lincoln. 

Mr. Woodson, now engaged exclu- 
sively in the ordinary end of the busi- 
ness, but a one-time executive officer 
of a combination company, voiced this 
opinion and expressed his high ap- 
preciation for the services rendered 
by the debit system, in his address at 


the combination companies section 
luncheon at the annual meeting of 
Amercan Life Convention at the Edge- 
water Beach hotel in Chicago. 

The comparatively small growth- 
rate of industrial sales as contrasted 
with the ordinary up-surge of recent 
years, and the decline in the volume 
and proportion of industrial insurance 
sold by the giant combination com- 
panies, he said, has led casual ob- 
servers to assume that the debit sys- 
tem is slowing down. But the fact is, 
Mr. Woodson pointed out, that the 
phenomenal increase in ordinary sales 
by debit men suggests that the debit 
system is assuming a place of even 
greater importance in the whole field 
of life insurance. 

In support of this observation, Mr. 
Woodson noted that the ordinary pro- 
duced by combination companies has 
increased six-fold in three decades 
since 1926, while ordinary production 
from ordinary companies has increased 
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slightly less than three-fold. Using 
1926 as a base, ordinary sales of or- 
dinary companies has grown from 
100% to 281% in 1956, according to 
data from LIAMA, while the ordinary 
production of debit departments alone 
of the three giant combination com- 
panies has grown from 100% to 611% 
in the same period. 

This commentary on the debit sys- 
tem’s growing proportion of the total 
market scarcely does full justice to 
the record, he added. Emphasizing that 
his figures were his own personal es- 
timates, based upon incomplete data, 
he estimated that the average debit 
man in 1926 sold $59,000 of industrial 
and $53,000 of ordinary for a total of 
$102,000—and in 1956 sold only $14,000 
of industrial but $224,000 of ordinary, 
for a total of $238,000. 

There is no other conclusion but 
that the debit system has “gone or- 
dinary,’”’ Mr. Woodson declared, and to 
an extent which few persons appre- 
ciate. It also demonstrates that the 
debit system is an efficient, econom- 
ical and highly practical distribution 
system for taking ordinary insurance 
to the mass market. He observed that 
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this system is not especially adapteq 
to the “carriage trade,” complex pro. 
graming, or estate planning, just as the 
assembly line turns out high quality 
mass-produced items but not artistic 
creations such as individually tailoreq 
suits. But, he said, the system has 
proved itself tremendously effective 
in a mass market. 

Mr. Woodson stated that one of the 
reasons why the debit system is go 
strong and successful is that it gives 
management an opportunity (and a 
need) to extend close, personal and 
effective supervision of a kind and to 
a degree scarcely possible in an “or. 
dinary” operation. 


He noted that one of the system’s 
great advantages is that it incorpo- 
rates frequent contact and establishes 
a unique personal relationship be- 
tween company (through the agent) 
and customer. He emphasized also the 
values of the greater definiteness of 
the debit man’s job; and the advan- 
tages of its compensation system jn 
helping the new man become estab- 
lished in his job. 

The debit system, he concluded, has 
taken its place in the field of ordinary, 
and promises to perform in the fu- 
ture in a manner which will outshine 
even its brilliant past. 


Mr. Woodson said that perhaps the 
greatest factor in making the debit 
system so strong and so successful is 
that because of all the other consid- 
erations the debit man’s job doesn’t 
require a prohibitively broad range of 
abilities and talents. Mr. Woodson said 
he believes if you stood at the inter- 
section of State and Madison streets 
in Chicago perhaps 20 of the first 100 
men who came along would have the 
abilities and aptitudes necessary to 
sell ordinary insurance but that per- 
haps 50 to 75 out of the 100 would be 
capable of operating under the debit 
system. 


“I would add these together and say 
to you gentlemen of the combination 
companies ‘Quite a system you’ve got 
there!’,” said Mr. Woodson. “Your 
system has produced ordinary at a 
rate of increase, over three decades, 
twice that of the ordinary system. 
Your ordinary production per debit is 
probably the envy of most ordinary 
agency men, whose men have little to 
do but sell. Your industrial sales are 
leveling out for all companies and di- 
minishing sharply for the big compa- 
nies (leading many ordinary men to 
assume that the debit system is be- 
coming obsolescent) but your ordinary 
sales give evidence that your future is 
all ahead of you. 


“Facetiously, I would say the debit 
system is here to stay; seriously, I 
would say that, however obsolescent 
industrial insurance may be, the debit 
system will play an even larger part 
in the entirety of the life insurance 
business tomorrow than _ yesterday, 
that its glorious future will surpass 
its brilliant past. We in the straight 
ordinary business had better take a 
second look.” 

Harking back to the title of his talk, 
“As It Looks to an Ordinary Man,” 
Mr. Woodson declared, “As it looks to 
this ordinary man, your debit system 
is an extraordinary system and an 
extraordinary success, with extraor- 
dinary promise for a future in the 
ordinary business.” 

Presiding at the luncheon was the 
combination companies section chairt- 
man, William P. Lynch, 2nd_vice- 
president of Prudential. 
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LIFE INSURANCE EDITION 


Experts Discuss Important Aspects Of Group 
Life And-Pensions At Congress Of Actuaries 


Group experts of the U. S. and 
other countries discussed group life 
and group pensions in papers present- 
ed at the International Congress of 
Actuaries at Commodore hotel in New 
York. 

Gilbert W. Fitzhugh, 2nd vice-presi- 
dent of Metropolitan Life, pointed out 
in a paper that the development of 
employe welfare funds has made pos- 
sible the extension of life insurance 
and pension benefits to millions of 
employes who had not been reached 
by more traditional methods. He said 
the fund method of providing health, 
welfare and pension benefits makes it 
possible to include employes of firms 
with only one or two employes. Tran- 
sient workers, who may work for sev- 
eral employers, may also be included. 
Although a-few funds have gotten into 
difficulties, government investigations 
have confirmed that funds covering a 
large percentage of employes are very 
well run. 


Ray M. Peterson, vice-president and 
associate actuary of Equitable Society, 
stressed that in group annuities or 
pension plans administered by insur- 
ance companies the employe is assured 
of a convenient, inexpensive and sim- 
ple means of enforcing his rights 
through state regulation of insurance. 

However, under non-insured trus- 
teed plans, it is not too clear whom 
the employe must seek out for the 
payment of benefits, Mr. Peterson 
said. The trustee is primarily respon- 
sible for the management of the body 
of the trust, but payment of benefits 
is made to employes at the discretion 
of the employer or a pension commit- 
tee established by the employer. 

John K. Dyer Jr., vice-president of 
Towers, Perrin, Forster & Crosby, con- 
sulting actuaries, said in a paper on 
uninsured pension plans in the U. S. 
that life companies, because of re- 
strictions by state insurance depart- 
ments, cannot invest widely in equi- 
ties. On the other hand, pension trust 
funds not administered by insurance 
companies may generally be invested 
in all securities. This has meant that 
trust fund earnings have in many 
cases, substantially exceeded those of 
insured pensions. 


The potential for higher yields in 
pension trust funds is an important 
factor in this recent growth in com- 
petition with life company contracts. 
However, with the recent increase in 
the interest rates of bonds, the spread 
between equities and bonds has ma- 
terially narrowed, and there may well 
be a trend back toward the use of 
insured plans and guaranteed benefits, 
which trust companies are not able to 
offer. 

Wilmer A. Jenkins, executive vice- 
President of Teachers Insurance & 
Annuity, said in a paper on variable 
annuities that thus far College Retire- 
ment Equities Fund seems to be show- 
ing great promise. He declared that a 
Combination of variable and fixed-dol- 
lar annuities, avoids the dubious as- 
sumption that the future holds sub- 
stantial stability in store. 

J. Henry Smith, vice-president and 
associate actuary of Equitable Society, 
Teported evidence of a desire to con- 
tinue life-‘insurance under group pol- 
icles for at least a limited amount 
after retirement. This has led to at- 
tempts to provide group through level 
Premium and other advance funding 
methods. What has hampered the pop- 


Pe. 


ularity of these plans is reluctance by 
employers to advance funds for the 
necessary reserves. In addition, U. S. 
tax laws tend to favor the term ap- 
proach. 

Two Danish actuaries, C. A. Busch- 
Petersen and K. Rostrup, said in a pa- 
per that although group life has ex- 
isted in Denmark since 1950, only a 
few such plans have been established. 
Employers’ organizations oppose these 


plans although the nation maintains 
a comparatively high system of social 
security. 


Pension foundations were described 
in a paper by a Finnish actuary, T. 
Pentikainen, chief of the insurance de- 
partment of the ministry of social af- 
fairs. These represent a compromise 
between advance funding insurance 
and the “‘pay-as-you-go” method. Em- 
ployers may borrow from the founda- 
tion without security. To protect em- 
ployes’ interests the law gives this 


credit a very good priority if the em- 
ployer should become bankrupt. 

Other actuaries presented papers on 
group, life insurance and pensions in 
Sweden. The principal Swedish in- 
sured pension plan is centralized, and 
provides employes with an irrevocable 
right to a pension. Group life insur- 
ance, although only nine years old, is 
growing fast in Sweden. Obligatory 
government life insurance is now un- 
der discussion in that country, but it 
may be described only as funeral in- 
surance. 
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This powerful — thought provok- 
ing message on outdoor posters 
will appear in over 100 cities and 


towns throughout the United 


States and Canada in 1957. 








Outdoor advertising is an effective 


partner of the Great-West Life 


representative in his sales and 


service activities. 
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Group Pensions 


that small 


Corporation 

owners can 
pay for from 
fax savings 


Now! Conti presen’ 
inental 
fension Plan that lets cmell 
come tnt offer their t 

OF fiant compare ™PlOvees 


A couple of months ago, Conti- 
nental Assurance began an advertising 
program in Time Magazine. 

This program is made up of a series 
of straightforward ads like the ones 
shown here. Each of these will con- 
tain a short message of importance to 
businessmen ... telling them of the 
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Watch for these messages in Time. This program will create new prospects 


...and broaden opportunities in ordinary 
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ASSURANCE 
COMPANY 





new efforts Continental is making in 
the field of Life Insurance. 

Already we have enjoyed a gratify- 
ing reaction from our advertisements 
on Quantity Discount and Small Group 
Plans. The subjects and policies we 
will treat in future months will be of 
equal timeliness. 


* * S 


and group insurance fields. 
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Eastern Department 
76 William Street 
New York 5, N. Y. 





Mid-America Department 
310 S. Michigan Avenue 
Chicago 4, Illinois 


— 


Pacific Coast Department 
215 W. 7th Street 
Los Angeles 14, California 


| Sees No Further FTC 


A&S Decisions Until 


Supreme Court Acts 


In view of the Federal Trade Com- 
mission petitions to U. S. Supreme 
Court for review of the National Cas- 
ualty and American Hospital & Life 
cases, some FTC lawyers believe the 
commission will rule on no more cases 
until the court acts on the petitions. 

FTC has asked Supreme Court for 
writs of certiorari in the decisions by 
the federal circuit courts of appeals 
at Cincinnati and New Orleans in fa- 
vor of National Casualty and Ameri- 
can Hospital & Life, respectively. 
Both cases involved FTC attacks on 
the companies’ A&S advertising. 

Although Supreme Court denies a 
majority of petitions for certiorari 
writs, the lawyers believe they will be 
granted in these cases due to the size 
of the A&S business, the number of 
people affected, the amount of public 
interest in the issues, and the need for 
a clear interpretation of the McCarran 
act with relation to FTC jurisdiction. 

Several cases which have been ap- 
pealed from initial decisions rendered 
by FTC hearing examiners are now 
before the commission. To decide them 
would require considerable work 
which might be wasted if Supreme 
Court grants the writs and sustains 
the circuit court decisions against the 
commission. If FTC waits for the high 
court to act, it can get a line on how 
the law will be interpreted and there- 
by obtain a guide for deciding future 
A&S cases. 





George V. Stennes & Associates, con- 
sulting actuarial firm at Minneapolis, 
has moved from 565 to 1433 North- 
western Bank building. 
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N. Y. To Hold Hearing 
Nov. 18 On Blue Cross 
Request For Rate Hike 


New York department will hold , 
public hearing Nov. 18 on the applica. 
tion of Associated Hospital Service g¢ 
New York (Blue Cross) for a 40% ip. 
crease in premium rates. 

Deputy Superintendent Lamang 
will preside at the hearing which wi) 
be in New York County Lawyer 
Assn. building, 14 Vesey street, begin. 
ning at 10 am. Those planning ty 
speak at the hearing should notify the 
department by Nov. 14. 

The Blue Cross application and sup. 
porting data may be seen by appoint. 
ment at the department’s New York 
City offices after Oct. 14, between 
10 a.m. and 4 p.m. daily. 

The increase, if allowed, would add 
an estimated $40 million to the Blue 
Cross 1956 premium income of $111, 
604,606. It would be effective early 
next year. Blue Cross says its log 
from 1956 operations was $2,719,542 
with losses increasing at a faster rate 
by mid-1957. 

Labor and welfare groups are ex- 
pected to oppose the requested in- 
crease. 





American United Starts 20-Year 
Club; Cox Elected President 

Norman A. Cox has been elected 
president of the newly-created Amer- 
ican United Life 20-year club. The 
club has 75 members, representing 
2,195 years of service with the Indi- 
anapolis home office, or an average 
length of employment of more than 
29 years. Other officers are Mae Mc- 
Daniel, vice-president; Ralph Caldwell 
treasurer, and Margaret Ray, secre- 
tary. 
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5,000 NALU MEMBERS 





General Agents & Managers Con- 
ference of NALU now has more 
than 5,000 members, which will mean 
greater strength for the “undeclared 
war for the survival of the American 
agency system,” said Executive Direc- 
tor Donald A. Baker of GAMC in his 
report at the NALU convention in 
Detroit. Mr. Baker also spoke out 
bluntly about the need for making the 
strongest possible fight to save the 
agency system. Following is an 
abridged version of his report. 


I wonder if we are assuming that 
the agency system is here to stay, that 
it is the accepted method of merchan- 
dising our product—or are we cover- 
ing our eyes to the many threats that 
are chipping away at the agency sys- 
tem as we’ve known it? 

In fact, have we stuck our heads in 
the sand so long that we have reached 
the point of no return? Any pilot 
knows that between the point of de- 
parture and arrival there is a point 
beyond which he cannot pass and ex- 
pect to return safely. If he passes the 
point of no return and runs into seri- 
ous difficulty he can do only one thing 
—ditch it. 

Are we past the point? Are we 
ready to ditch the agency system? 
Shall we continue to close our eyes, 
bury our heads in the sand, and let 
the forces that are weakening the 
agency system kick us in the rump? 

The answer is up to you—as an in- 
dividual agency head, as a member of 
your local general agents and manag- 
ers association, as a member of the 
only national organization of field 
management—GAMC—and, finally, 
as a part of a life insurance company 
in which your voice can be the strong- 
est heard. 

By no means am I an authority on 
agency management; I’ve managed an 
agency; I’ve never sold a policy; but 
for the past 11 years the nature of my 
business has been such that I have 
been a close observer of the life insur- 
ance business. So perhaps I may be 
able to look at the threats to the agen- 
cy system a little more objectively 
than those of you.on the actual firing 
line. Just as a refresher, here are some 
of the factors that are confronting us: 
1. Proselyting—and I mean vicious 
proselyting—is capable of weakening 
the morale of our entire field force. Is 
this a healthy way to promote the sale 
of life insurance? Is it working for the 





LIFE AGENCY DIRECTOR 
POSITIONS 
$9,000 - $17,500 

Men with Agency experience acquired on 
Home or large branch office levels quali- 
fy. Composite of specifications received 
from employers: age range 30-45, mini- 
mum of eight years experience, with 
meaningful production record. Background 
of training, recruiting and supervision 
essential. Openings are with reputable 
medium and small companies entering 
Life field or expanding operations. 
Companies in following states are pres- 
ently listed with us for Agency Director 
candidates: WISCONSIN - MISSOURI - 
CALIFORNIA - PENNSYLVANIA - TEXAS - 
IOWA - OHIO - MINNESOTA MICHI- 
GAN - CAROLINAS. 

Write for “HOW WE OPERATE” no obliga- 


tion to register. Confidential handling all 
cpptlentons.” 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 
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Greatest Strength In War For Survival 
Of American Agency System: Barker 


best interests of the folks with whose 
futures we are entrusted—the insuring 
public? Do you really feel that pro- 
selyting companies will profit in the 
long run? You know the answer. 

2. Group on group, jumbo group, or 
whatever you want to call it, seems to 
be another threat. Group, as originally 


designed and marketed served as an 
important part of a man’s life insur- 
ance estate. Is it now becoming a 
razzle-dazzle scheme to build business 
in force with little or no thought to 
soundness or service to the insured? 
What are we making here, our own 
financial football—the same way that 
social security is a political football in 
Washington? 
o e e 

3. What about social security? In 
1937, social security unpretentiously 
began its career by solving important 
problems for widows and aged. Now 


7 


we have a giant on our hands, and 
each proposed change is not thought 
of in terms of “is it right or is it 
wrong;” instead it’s proposed on the 
number of votes it will get. Isn’t it 
time we see that the-brakes are put 
on to slow down this spiral of growing 
benefits? 4 

4. The tendency to cut commissions 
for the agent on large or special plans. 
Is this trend leading to selling life in- 
surance at the least possible cost to 
the public but at the expense of the 
agent and the agency system? I heard 

(CONTINUED ON PAGE 16) 
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Simplified Acceptance 


for your smaller pension or profit-sharing cases 





N2 you can cut down the time-consuming 
detail in handling pension and profit- 
sharing cases. You can offer these plans with 
25 to 100 lives on a non-rejection or guaranteed 
issue basis. No medical examinations are re- 
quired of individual applicants who are 65 or 
under and regularly on the job. This also 
means that policy or pension increases that 
automatically follow salary increases or 
enlarged participation will not call for appli- 
cations or examinations. 


Connecticut Mutual’s broad range of income 
settlement agreements are available for these 





cases. Connecticut Mutual’s low rates and 
high dividends produce one of the lowest net 
costs in the industry. Limits go up to $25,000 
for each individual, depending on the size 
of the case. 


Our General Agents offer skilled personal sales 
help if you want it, action-getting sales 
material and tailor-made proposals, as well as 
technical assistance from our home office Pen- 
sion department. Next time you have a pension 
case, that cannot be placed with your own 
company, be sure to check CM. (Simplified 
Acceptance not available in Texas.) 


The Connectient Mutual 


LIFE INSURANCE COMPANY : HARTFORD 
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When an agent sells a life insurance policy, he 
assumes a moral obligation which may continue, 
and usually does, for years. The obligation is this 
— a periodic review of the policyowner’s needs 
in light of family changes and economic fluctu- 
ations. At Cal-Western, all training and all indoc- 
trination procedures emphasize and re-emphasize 
this continuing responsibility. It reflects in still 
another way, the “career attitude” of our repre- 
sentatives and our company. 


THE 


Western Life Agent 


.-. trusted advisor! 
-.- partner in plans 
for tomorrow! 


CALIFORNIA-WESTERN STATES LIFE INSURANCE COMPANY 


Home Office: Sacramento 
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Institute Of H.O. 
Underwriters Meet 
Nov. 6-8 At Chicago 


Institute of Home Office Underwrit- 
ers will hold its annual meeting Nov. 
6-8 at the Edgewater Beach hotel, 
Chicago. 

John F. Duston, Equitable Life of 
Iowa, will give the presidential ad- 
dress to the opening session on Wed- 
nesday morning. Dr. M. P. Brolsma, 
medical director of Woodmen Accident 
& Life, Nebraska, will speak on “The 
Peptic Ulcer Problem,” followed by a 
report from Charles A. Will, Guardian 
Life, secretary-treasurer. Reports of 
standing committees and appointments 
of convention committees will close the 
session. T. B. Anderson Jr., Con- 
necticut General Life, is chairman. 

“Keeping Up With Juvenile” will be 
the topic of Robert M. Kidd, Ohio Na- 
tional Life, at the Wednesday after- 
noon session. Arthur C. Kerin, Nation- 
al Life of Vermont, will lead the dis- 
cussion following Mr. Kidd’s talk. C. 
Edwin Carlson, Continental Assurance, 
is chairman of the session. 

« o e 


A room hopping session will com- 
plete the afternoon’s program. Topics 
and speakers include: “Military and 
Military Aviation,” Carle B. Aderman, 
American General; “Home Office Re- 
lationships with Examiners and At- 
tending Physicians,” H. Elroy Harding, 
North American Life, Toronto; “Pro- 
cedures and Cost Committee,” James E. 
Reeder, Independent L.&A., and “Se- 
lection and Training of Underwriters,” 
Wallace E. Bidelman, Iowa Life. 

An informal reception will be held 

Wednesday evening from 6:00 to 7:30 
p.m. 
The third session, with Harold A. 
Munson, Guarantee Mutual Life, as 
chairman, will open on Thursday 
morning with a talk on “Factors in 
Longevity” by Dr. George C. Turn- 
bull, associate professor of medicine 
at Northwestern university medical 
school. Luther T. Bass, Pilot Life, will 
speak on “Underwriting With the 
Claim Man’s Answers,” followed by 
a panel discussion with Roy W. Jan- 
son, Guardian Life general agent at 
Chicago; W. A. Keltie, Great-West 
Life; Earle B. Tilton, Nationwide Life, 
and Dr. E. B. Williams, Wisconsin Na- 
tional Life, participating. The session 
will close with a report of the auditing 
committee and election of officers. 


The Thursday afternoon session, 
with Clyde deHaas, Equitable Life of 
Washington, D.C., as chairman, will 
feature a talk entitled “Industrial In- 
surance—PPFT?” by R. L. Wagner, 
National L.&A. James D. Renn, Pen- 
insular Life, will lead the discussion. 

A weekly premium case clinic, with 
two separate panel discussions, will 
complete the fourth session program. 
The first panel includes William 
Flynn, Peoples Life of Washington, 
D. C.; Dudley B. Goodson Jr., Inter- 
state L.&A., Chattanooga; Regis H. 
Schmitt, Knights Life of America, 
Pittsburgh, and N. Terrell Weaver Jr., 
Bankers H.&L., Georgia. Members of 
the second panel include Bailey Clark, 
American National; Rex L. Metz, Li- 
berty Life; Sam F. Shafron, Baltimore 
Life, and A. Dale Hultz, Life of Vir- 
ginia. 

The closing session, on Friday morn- 
ing, will have John D. Rockafellow, 
Pacific Mutual Life, as chairman. The 
program includes an ordinary case 
clinic with three separate panels par- 
ticipating. Samuel H. Ackerman, Man- 
hattan Life; Neil C. Bailey, London 
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Life, Canada; Charles H. Edw 
Guardian Life, and Earl R. Mongo 
American Mutual Life, Iowa, ar 
members of the first panel. The secong 
panel includes Robert J. Alley, Cop. 
necticut General Life; Charlotte 1, 
Chidress, Liberty National Life; Alyiy 
T. DeWitt, State Farm Life, and Sy, 
Sims, Continental Assurance. Members 
of the third panel are Harold F, Ar. 
beiter, Aid Association for Lutherans. 
William W. Fralick Jr., Security L.&A, 
Denver; James S. McCollum, Banker; 
Life of Iowa, and Edward A. Watson, 
Independent Order of Foresters, To. 
ronto. 


Companies Locate 90% 
Of Lost Policyholders 


Life companies locate 90% of the 
several thousand policyholders ang 
beneficiaries who disappear or become 
lost every year. The companies go into 
action as soon as mail is returned. 

The larger companies have special 
staffs whose main function is to locate 
policyholders and beneficiaries for pol- 
icy proceeds. They search for disap. 
pearing policyholders on whom death 
claims can be expected after they are 
declared legally dead. Seventy per cent 
of the disappearance cases are solved 
in a short time. In cases of policy- 
holders who have disappeared from 
home and family, the search may go 
on for years if the investigators believe 
the individuals may still be alive. 

* e @ 

Smaller life companies usually detail 
the tracing of lost and missing policy- 
holders to their claims departments 
and field representatives. Although 
taken on as an additional duty, their 
methods of locating people also have 
been effective. 

The lost policyholder is usually one 
who has forgotten he had purchased 
life insurance or who believes that the 
policy is no longer in effect, often be- 
cause no more premium payments are 
necessary. Commonly, he has neglected 
to inform his family of his purchases 
and, upon his death, there is no indica- 
tion that he has left life insurance as 
part of his estate. Z 
The marked shifting of the U.S. pop- 
ulation widens the gap between the 
policyholder’s original location and the 
place where he or his heirs may réside 
later. Many fail to leave a forwarding 
address. 





Proctor Urges Direct 
Mail To Build Prestige 


Agents wishing to increase their 
prestige must avoid the common meth- 
ods and try to build a direct mail cam- 
paign around their own personalities 
and achievements, Roy V. Proctor, di- 
rector of sales promotion of United 
States Life, told a meeting of New York 
League of Life Insurance Women. 

Reports on the annual convention of 
National Assn. of Life Underwriters at 
Detroit were given by Sophie Baranski, 
Prudential; Lillian Joseph, Home Life; 
Amelia Reichert and Grace Ross, New 
York Life; Anne Renzland and Vera 
Sundelson, Equitable Society. 





Baker Urges Agency Heads To 
Face Threats To Agency System 


Individual agency heads and their 
local associations must stand up to the 
threats of the American agency sys- 
tem, Donald A. Baker, executive di- 
rector of General Agents & Managers 
Conference of National Assn. of Life 
Underwriters, told Lehigh Valley, Pa., 
General Agents & Managers Assn. In- 
dividuals and associations must work 
for the protection of agents, the life 
insurance business and: the public. He 
urged active participation in N 
and GA MC affairs. 
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British Prefer 


"iEndowments To 


Whole Lite Plans 


In contrast to insurance buying 
habits in the U.S., the policyholders of 
the United Kingdom are attraced 
more by endowment plans than whole 
life policies, a London insurance exec- 
utive explained in a talk before Thurs- 
day’s general session of the American 
Life Convention meeting at Chicago. 

At the end of 1954, a breakdown 
of ordinary insurance in the United 
Kingdom showed that 59% is in the 
form of endowments and about 17% in 
whole life—the balance being in other 
types of policies. Similar type per- 
centage figures for the U.S. are almost 
the reverse—57% for life and limited 
payment and 18% for endowment and 
retirement income. 

Revealing this unusual contrast was 
Charles F. Wood, president of Institute 
of Actuaries, London, and United 
Kingdom manager of Manufacturers 
Life. 

“Participating policies in the United 
Kingdom usually show a better return 
than non-participating policies,” Mr. 
Wood said, “and it is not surprising 
that the agents tend to stress advan- 
tages of the investment return to their 
prospects. 

“In such circumstances the greatest 
merit of a life insurance contract 
seems to the prospect to be a first- 
class investment with an _ incidental 
penefit payable on death. This form 
of selling plays down emotional mo- 
tivation and appeals to the prospects’ 
more material instincts.” 


Mr. Wood pointed out that the own- 
er of a life insurance: policy in the 
United Kingdom obtains valuable in- 
come tax relief, and that these tax 
reliefs have a marked influence on 
marketing methods. In the most favor- 
able circumstance the tax saving at 
present is equal to about one-sixth 
of the premium. Moreover, the sum 
insured is regarded as capital, and is 
not subject to income tax. For a poli- 
cyholder who pays the full rate of 
income tax, the investment return on 
an endowment policy is substantial. 
He gave the example of a 30-year- 
old man, whose annual premium on 
a 20-year endowment policy for $1,000 
of non-participating insurance would 
be about $42. Tax relief would come 
to $7, making his net cost $35. Over 
a 20-year period, he said, the net cost 
would be $700 for a benefit of $1,000, 
if present tax rates continue. 
Mr. Wood said that the popularity 
of endowment policies in the United 
Kingdom accounts in part for the low- 
er amount of life insurance per capita 
of the population compared with the 
United States. But he added: Although 
the amount of insurance per capita is 
lower, the premiums paid in relation 
to personal income are approximately 
in the same proportion in each of the 
two countries. One report last year 
gave the premium income of the U.S. 
life insurance companies as 3.11% 
of the total personal income as 
compared with 3.04% in the United 
Kingdom. 

a * 
Since 1951, when the present gov- 
ernment took office in the United 
Kingdom, direct control over interest 
rates was removed, and interest rates 
have found their natural level, rising 
from 24% to well over 5% on long- 
term government bonds and to over 
6% for first-class industrial bonds. 
There are no restrictions on invest- 
ment of life insurance funds, and there 
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has been an increase in investment in 
common stocks. Where U.S. companies 
average 2% of total assets in common 
stocks, United Kingdom companies 
average 14%. For a selected group of 
English and Scottish companies, the 
average gross interest earnings over 
the whole of the invested assets was 
nearly 54%%, recent figures show. 





Seattle Managers Honor Hugh Bell 

Seattle Life Managers Assn. cele- 
brated “Hugh Bell Day” Oct.7 in hon- 
or of Mr. Bell’s receipt of the John 
Newton Russell award. 


Trend Toward More Liberal Underwriting 
Stressed By U.S. And Foreign Actuaries 


The steady trend toward liberaliz- 
ing the underwriting of life insurance 
to include many persons formerly un- 
insurable was pointed out in papers 
presented by actuaries from several 
countries at the International Con- 
gress of Actuaries this week at New 
York. 

J. R. Gray, associate actuary of 
Canada Life, said in a paper that dia- 
betes mellitus formerly was considered 


a sure cause for declination, even after 
insulin had been discovered for some 
years. Today a number of companies 
insure well-controlled diabetics on a 
moderately substandard basis, and 
some even insure newly-discovered 
diabetics on the assumption that con- 
trol will be established. A few even 
insure some who have a history of 
coronary occlusion. 


A. P. Morton, 2nd _ vice-president 
(CONTINUED ON PAGE 18) 




















STAR OF 
THE NORTH 


, 


The backfield must keep moving in this game 
of selling life insurance successfully. That’s why 
the home office staff at Minnesota Mutual is out 
on the field backing up the line and demonstrat- 
ing how to use sales tools that have no equals 
in the industry. 


This kind of backfield in motion puts new 
men into production fast ... keeps good men 
growing . . . moves the best men into the end 
zone of advanced underwriting. This kind of 
teamwork has made the “Star of the North” 
the fastest growing mutual company. 


All this is backed up by a higher pay incentive 
contract, with an unbeatable combination of 
persistency fees, that guarantees growing income 
to the man who writes quality business. 


These are the real reasons why the “Star 
of the North” shines as a guiding light to many 
a career underwriter who has scored with... 


The Agent Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


Victory Square—St. Paul, Minnesota 





U. S. Nearing Fork 
In Social Security 
Road, Says Kendrick 


The U.S., approaching a fork in the 
social security road, can either go down 
the path toward big benefits or retain 
the basic floor of protection policy, ac- 
cording to Benjamin B. Kendrick, re- 
search associate of Lifé Insurance Assn. 
of America. 

If Congress acts on social security in 
1958, it probably will do so within the 


framework of the pending proposals, 
Mr. Kendrick said in a talk at the an- 
nual conference of Council on Employ- 
ee Benefit Plans at New York. Congress 
may seek out the proposals which seem 
like. substantial liberalizations, but 
which really are relatively inexpensive. 

Most of the 300 pending bills would 
liberalize OASDI in one way or anoth- 
er. Particularly important are the Kean 
bill which would make several relative- 
ly minor liberalizations and the For- 
and bill which: would boost benefits 
substantially and provide hospital and 


surgical care for OASDI beneficiaries. 
If Congress does not act next year, 
1960 probably will be crucial, Mr. Ken- 
drick said. Unless the public gains a 
better understanding of social security 
in the meantime, there will be many 
demands for liberalizations. However, 
if no substantial expansions are adopt- 
ed in 1960 or before, it would be tanta- 
mount to an important public decision 
in favor of modest social security. 
Corporate benefit programs can con- 
tribute toward the avoidance of social 
security overexpansion, he said. 












—t Top Commissions on 10 Leading Policy Contracts. 
—= Vested Renewals plus Higher Life-Time Service Fees 


Clinch YOUR Personal Fortune 
with this Money-Making Magnet! 


Columbus Mutual's Contract, 





—* Non-Contributory Pension Plan for Personal Security. 





a A Fast, Easy-To-Learn Training System. 
—=<— Simple, Successful, Easy-to-Use Sales Packages. 
—s- Substantial Early Commissions with Growth Opportunity. 


They Make Money—and You Make Money! 


-t— Ready-Made Sales Packages with Easy-to-Use Visuals. 

—s— Every-Age-Demonstrator-Books for Quick, Easy Sales. 

—= Streamlined Rate Books for Maximum Production in Minimum Tim 
They Make Money—and You Make Money! 


They Make Money—and You Make Money! 
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Sales Packages and 
Training Programs 
ATTRACT and HOLD 
every kind of Agent 


FOR YOU -- 
Liberal Agency 
Overwriting 
and Liberal 
Expense Allowance. 
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LIAMA Slates Varied 
Program For Annual 
Nov. 11-14 In Chicago 


LIAMA is arranging a varied pro. 
gram for its annual meeting Nov. }}. 
14 at Edgewater Beach hotel in Chica. 


go. 
Nov. 11 will be devoted to committee 
meetings. The “old guard” reunion 


dinner will be held at 6:30 p.m. 

The Nov. 12 session will open at 
9:45 a.m. with an “Effective Commy. 
nications” seminar sponsored by the 
education and training committee 
William B. Stannard, vice-president jp 
charge of agencies of Occidental Life 
of California and president of LI 
will speak at the fellowship luncheon, 

In the afternoon, G. Herbert True, 
assistant professor of marketing at 
Notre Dame University, will discuss 
“Creative Thinking and the Need for 
it Today.” Robert R. Neal, genera} 
manager of Health Insurance Assn, of 
America; W. Lee Shield, associate gen. 
eral counsel of American Life Conven. 
tion, and Eugene M. Thore, general 
counsel of Life Insurance Assn. of 
America, will describe the legislative 
scene in Washington and Ottawa. 

John W. Sayler, vice-president in 
charge of sales of Business Men’s As. 

surance and chairman of the nominat- 
ing committee, will give the committee 
report. Ford Munnerlyn, vice-president 
and agency director of American Gen- 
eral, will welcome new member conm- 
panies. A reception will be held at 
6:30 p.m. 
@ e e 

Mr. Munnerlyn will preside at the 
Nov. 13 session which will open at 
9:30 a.m. Donald B. Woodward, chair- 
man of the finance committee of Vick 
Chemical Co., will look at the current 
economic scene and its implications for 
the future. Vincent B. Coffin, senior 
vice-president of Connecticut Mutual, 
will preside at a discussion of current 
developments and problems in mar- 
keting life insurance. 

Speakers in the afternoon will in- 
clude Stewart M. Scott, president of 
Canada Assn. of Life Underwriters; 
Albert C. Adams, general agent of 
John Hancock at Philadelphia and 
president of National Assn. of Life Un- 
derwriters; W. M. Anderson, president 
of North American Life of Toronto, 
and Frederic M. Peirce, managing di- 
rector of LIAMA. Receptions and Din- 
ners will be held in the evening. 

C. B. Metzger, vice-president of 
Equitable Society, will preside at a 
discussion evaluating the relations be- 
tween the life insurance business and 
the college audience at 9:30 a.m. Nov. 
14. David G. Hunting, general agent 
of New England Life at Philadelphia, 
will tell how he is building a new 
agency. A financial management semi- 
nar will be held at 2 p.m. 












Huebner Inducts New 
Milwaukee Area CLUs 


S. S. Huebner, president emeritus 
of American College, addressed the 
October meeting of Milwaukee chap- 
ter of CLU on “Life Insurance an 
the Human Life Value.” Following his 
talk, Mr. Huebner administered the 
CLU charge to five Milwaukee area 
designees. They are Charles Boehrer 
and Francis Burke, both of Northwest- 
ern Mutual; Marvin Race, Indianapolis 
Life; Allan R. Korbel, Central Life of 
Iowa, and R. P. McGuire, Massachu- 
setts Mutual, Racine. 


Friendly and Effective Home Office NX 
Field Help for YOU in Recruiting, 


Training and Building YOUR AGENCY! 
Agency-Building Opportunities in: 


Delaware, Florida, Georgia, 


illinois, Indiana, lowa, Kansas, Kentucky, Maryland, 
Michigan, New Jersey, North Carolina, Ohio, Pennsylvania, 
Texas, Virginia, Washington D.C., and West Virginia 


COLUMBUS MUTUAL 


The Golden Rule Life Insurance Company 
Home Office: 303 E. Broad St., Columbus 16, Ohio 


Frederick E. Jones, President; Fred C. Adams, Sup’t. of Agents 


Alabama, Arizona, California, 





PERSONAL 
FORTUNE 








Amicable Life of Waco has opened 
an office in Dallas at 125 Insurance 
Center, 1900 North Akard street, under 
the management of Paul W. Needham. 
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Benson Tells How 
To Get Agents Into 
Business Insurance 


Getting agents to try their hand at 
business insurance even though they 
think they aren’t 
qualified isn’t easy 
put here is how 
Judd C. Benson 
does it. Mr. Ben- 
son, Union Central 
manager at Cincin- 
nti, a former 
chairman of Gen- 
eral Agents & Man- 
agers Conference, 
described his sys- 
tem in the course 
of a talk on “Busi- 
ness Insurance and 
Profits’ at the GAMC meeting in De- 
troit. 

For many years I have listened 
patiently, as manager, to the frequent 
plea: “I know no rich corporation 
presidents, so business insurance isn’t 
for me.” 

for this ailment we offer one spe- 
cific cure: 

1. Have the agent clear his desk 





Judd C. Benson 


Bye of every piece of paper and every book 
J committee or pamphlet. 
e-president} _2 Have the agent place before him 
erican Gen. all of his policyholder and best pros- 
mber com.} Pects cards. _ ; 
be held at 3. At his right hand place a piece 

of plain white paper. 

4. Have the agent place before him 

; one prospect card at a time and ask 
apps . the following questions: 
ard, chair- Is this policyholder an officer in a 
ee of Vick» °rporation? 
he current Does this policyholder _work for a 
cations for corporation or a partnership? 
fin, senior If he is an officer or partner, have I 
1t Mutual} bad a complete discussion with him 
of current} 35 to the services which life insur- 
; in mar-f ance can render to his corporation or 

partnership? 
1 will in- ° ? ? 
2sident of If he is not an officer or partner, 
erwriters; | have I asked him specifically: 
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1. Who are the key men in the cor- 


poration, or who are the partners re- 
sponsible for this business enterprise? 


2. Specifically, what would happen 


if one or more of the key men were 
killed in an accident tonight? 


3. Can you arrange an introduction 


on the proper basis, or should I seek 
an introduction from 
source? 


some other 


If you will have your agents do 


this very thoughtfully and methodic- 
ally it is quite probable that they will 
average more than one prospect for 
each policyholder card. This particular 
fact is true because their interest will 
become stimulated to the extent that 


they will begin to think in terms of 
business insurance prospects and con- 
sequently their policyholders’ centers 
of influence will open up totally new 
avenues unheard of by them before. 
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H.O. Underwriters 
Hear Sales Coordinator 


Modern trends in life insurance 


were discussed by David Justman, life 
sales coordinator of Bankers Life & 
Casualty, at the first fall meeting of 
Chicago Home Office Life Under- 
writers Assn. 


Since people prefer to see for them- 


Selves rather than merely be told, Mr. 
Justman suggested that agents make 


opened 
urance 
under 
jham. 


full use of visual sales kits. By doing 
so, the agent can overcome his pros- 
Pect’s distracting thoughts, give the 
Prospect something to do while he is 





talking and can observe the prospect’s 
reactions to the visual material, there- 
by preparing an answer before the 
prospect objects. The visual presenta- 
tion, he said, is five times more clear 
than a sales talk, and if it is a good 
one, it inspires emotion and motivates 
the prospect to buy. 

The need for improved relations be- 
tween the field force and home office 
was noted by Mr. Justman. He declar- 
ed that agents must have a better 
understanding of underwriting proce- 
dures and should be trained in medi- 
cal terminology. 
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Supreme Court Won't 
Review Mass. State. 
Employe Group Case 


WASHINGTON—The U.S. Supreme 
Court Monday refused to review the 
appellate court decision in Miley vs 
John Hancock et al. This was the 
suit brought by a Boston broker on 
the ground that the Massachusetts 
group-writing companies got together 
to undercut the bid made by Minnesota 


Mutual Life, which had submitted the 
low bid on the propesed Massachu- 
setts state employes group life case. 
Minnesota Mutual took no part in the 
litigation, which went against Mr. 
Miley in both the trial court and the 
appellate court. ‘ 





Oglethorpe Offers Stock Issue 

Oglethorpe Life of Savannah is of- 
fering 26,932 shares of stock at $ll a 
share. The company was chartered in™ 
February, 1956, and started in business 
two months later. Insurance in force 
exceeds $5 million. 








How Pacific Mutual offers 
more to the Life Underwriter 


, ... With the 
ne new, easy-to-sell 


; Guaranteed 
.. Renewable 


income protection 























...@ Company that looks to the future! 
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tion with life insurance 
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today! A real money-maker . 






























































Here is one of the most saleable package plans on the market 
..“Guaranteed Renewable Income 
Protection” is an “All-in-one” package with these outstanding 


¢ Accident, Sickness and Hospitalization protection sold in conjunc: 


¢ Up to 365 days “income” elimination period® (begins where Group 
or Salary Continuation plans leave off ) 


* Accident and Sickness benefits to age 65 for executives, proprietors 


* Guaranteed Renewable to age 65 with rights reserved to change 
renewal premiums by class (the policyowner really owns this plan) 
Here is tomorrow’s protection plan today! 
* 180 days in California and New Jersey 






Insurance Company 


HOME OFFICE: Los Angeles, California 
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Inflation Logic Can Be Deteatism 


“I. wonder if at times we might not 
all be better off were we not quite so 
logical—if we made up our minds as 
to what we desired in our hearts and 
then went forward to accomplish it,” 
President Frederic W. Ecker of Metro- 
politan Life told the recent American 
Life Convention annual meeting, in 
his talk denying the inevitability of 
further inflation. 

We applaud Mr. Ecker’s approach— 
though partly we must confess be- 
cause there seems so little else in 
the inflation outlook to applaud. But 
it is far from illogical to argue against 
undue reliance on logic—particularly 
when you find that logic is leading 
you where you don’t want to go. You 
remember the Gordian knot—people 
fooled around with it for years, try- 
ing different ways to untie it. Then 
along came a bolder fellow and 
slashed it through with his sword. 
Not logical, perhaps, but he untied the 
knot, and no mistake. 

People don’t buy life insurance be- 
cause of logic—as many a double- 
domed would-be agent has found to 
his sorrow. Is it logical to worry 
about what happens when you are dead 
and buried? No, but it can be made a 
matter of vital concern, if the agent 


goes about it in the effective—though 
not probably the logical—way. 

When people accept a_ situation, 
present or future, as “logical,” it us- 
ually merely means that they don’t 
care enough to exert themselves o 
keep it from happening. Years ago, 
such evils as child labor, sweatshops, 
dueling, absolute monarchies, and 
prohibition were accepted as “logical.” 
Today, the prospect of endless infla- 
tion is “logical” because there are not 
yet in sight the exasperation and 
the wave of moral indignation that 
move men to stand up and fight. 

It will take the efforts of men like 
Mr. Ecker, like President John Lloyd 
of Union Central, who in his presi- 
dential address at the ALC, also hit 
hard at the inflation monster. It will 
take men like those who decided on 
the anti-inflation theme for the life 
companies’ cooperative advertising 
campaign conducted by Institute of Life 
Insurance. 

The public listens with special in- 
terest to the president of the world’s 
largest insurance company. Having 
had the wisdom to look beyond the 
merely logical, he will, we hope, im- 
plement his convictions as they de- 
serve to be.—R. B. M. 


Why Not A Partly-Variable Annuity? 


Until such time as the states gen- 
erally permit the writing of the var- 
iable annuity, wouldn’t it be possible 
to issue a partially-variable annuity 
that would do just about what the 
typical combination of fixed-dollar 
and variable annuity is supposed to 
do? 

What we have in mind would work 
scmething like this: You have, say, 
$1,000 a year to invest in a retirement 
annuity but you don’t like to put it 
all into a fixed-dollar annuity because 
it can’t reflect changes—particularly 
downward changes—in the _ dollar’s 
purchasing power. 

With the partially variable annuity 
you would get these features for your 
$1,000 a year outlay. 

1. A guaranteed-dollar return equal 
to what you could buy for $500 a year. 

2. Dividends earned by the insur- 
er’s investing $500 a year of your 
$1,000 in common stocks. These divi- 
dends would be accumulated and re- 
invested in stocks. 

The principle of the participating 
annuity is well established and ac- 
cepted by all the states. The above 
plan would merely carry the partici- 
pating idea considerably further than 
annuities now carry it. The dividends 
would not be guaranteed—but then, 
they’re not guaranteed under present 
participating annuities, either. 

But, you may ask, wouldn’t it be 
necessary to spread those common 
stock earnings around among the com- 
pany’s policyholders generally, to 
sweeten their dividends? Maybe that 
is the rock on which the plan would 
founder. But there seems to be an 
accepted precedent for treating dif- 


ferent types of policies differently. 
Some companies, for example, pay a 
certain rate of interest where pro- 
ceeds under settlement options are 
subject to withdrawal, and a higher 
rate where they are not. If the states 
permit this, as they do, it seems only 
logical to pay higher dividend on com- 
mon stock assets backing up certain 
contracts, in view of the fact that 
these contracts would get lower divi- 
dends, perhaps none at all, if the 
stock earnings took a nosedive. 

Moreover, the valuation problem 
would seem to be not too complicated: 
The common-stock fund could either 
be in surplus or in non-admitted as- 
sets, since the half of the annuity 
consideration that was invested in 
stocks would have no _ contractual 
claims against it. 

At retirement, or other date for 
starting the pay-outs, the same tech- 
nique would be used: The income 
based on the guaranteed-dollar part 
of the consideration would be paid 
as a guaranteed amount. What had 
been earned on the rest of the an- 
nuity consideration would be paid out 
on a dividend basis—the dividend be- 
ing geared to (1) the earnings in the 
annuitant’s asset share of the stock 
fund and (2) his expectation of life. 

In other words, it would be like 
putting $500 a year into a fixed an- 
nuity and $500 a year into a variable 
annuity. But by combining the two 
into one contract, the variable por- 
tion, which in many states cannot be 
written as a separate contract, would 
be a legal appendage to an otherwise 
standard annuity.—R. B. M. 
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Albert J. Schick, senior training cop. 
sultant in Prudential’s field trainj 
division, has been awarded a special 
certificate by Rutgers university fo, 
his 25-year teaching record in CLy 
studies dealing with fundamentals, 
economics and mathematics of life jn. 
surance. Ernest McMahon, dean of the 
university, presented the award at the 
annual conferment dinner of Newark 
CLU chapter in Downtown club at 
Newark. 


Henry W. Newbegin, suggestion sec. 
retary of John Hancock, has been 
elected 1st vice-president of Nationa] 
Assn. of Suggestion Systems. 


Harold A. Loewenheim, manager of 
Home Life at New York, will be guest 
of honor at the annual luncheon of the 
life insurance division of Federation 
of Jewish Philanthropies of New York 
on Nov. 13 at federation headquarters, 
He will be honored for the leading part 
he has played in insurance and phi- 
lanthropic work. 


Stuart F. Smith, vice-president of 
Connecticut General, addressed the 
annual business development confer- 
ence of officers and directors of Gi- 
rard Trust Corn Exchange bank of 
Philadelphia. 


Roger Hull, executive vice-presi- 
dent of Mutual of New York, will be 
honored by New York City Protestant 
Council at a dinner Oct. 28 in Sheraton 
Astor hotel for his work as executive 
committee chairman of the New York 
religious crusade led by Rev. Billy 
Graham:-Rev. Graham and others will 
be honored, also. 


Devereux C. Josephs, chairman of 
New York Life, was honored at the an- 
nual dinner meeting in Washington of 
American Council on Education for his 
interest in the advancement of Amer- 
ican higher education. He has been 
serving as chairman of President Eisen- 
hower’s committee on education be- 
yond the high school. 


DEATHS 


RAY L. SCHNEIDER, 43, regional 
supervisor for Prudential in Milwaukee 
since June, died at his home follow- 
ing a heart attack. He was a past pres- 
ident of Dubuque Assn. of Life Under- 
writers. 


COL. FRANCIS R. STODDARD, 80, 
noted insurance authority, author, and 
former New York insurance superin- 
tendent and chairman of the state pen- 
sion commission, died at Doctors hos- 
pital in New York City. An attorney, 
he entered public service as special 
deputy attorney general of New York, 
subsequently became a member of the 
state assembly, superintendent, and 
pension commission chairman. In 1925 
he was employed by New Jersey to 
reorganize that state’s insurance and 
banking department and to revise its 
insurance laws. At the time of his 
and United Mutual Life, and had been 
a member of the New York state in- 
surance board since 1933. He was 1n- 
strumental in organizing the former 
acquisition cost conference in New 
York, and wrote about it in The His- 
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tory of the Acquisition Cost in the State 
of New York, published in 1944. ~ 
During Col. Stoddard’s administra- 
tion of the New York department, 
rate making assumed an important 
place. It was through his recommen- 
dations that the power of the super- 
intendent over rates was considerably 
extended. He was successful in devel- 
oping methods for the control of ac- 
quisition costs of insurance and was a 
strong advocate of policies with 
broader coverages. He was responsible 
for the introduction of legislation pro- 
viding for the taxation of marine in- 
surance on the basis of underwriting 
profit rather than premium volume. 


RICHARD L. GROFF, 42, former 
general agent for Northwestern Na- 
tional Life at South Bend, and a past 
president of South Bend Life Under- 
writers Assn., died after an illness of 
nearly three years. Mr. Groff joined 
Northwestern National in 1939 and 
was named general agent at South 
Bend in 1943. He relinquished his gen- 
eral agency in 1953 for health rea- 
sons, and for the past four years de- 
voted himself to personal production. 


HAROLD S. FALK, 73, a trustee of 
Northwestern Mutual Life since 1933 
and a member of its finance and ex- 
ecutive committees, died at Milwau- 
kee. He was also a director of Employ- 
ers Mutuals of Wausau. 


OTHO O. HARRIS, 54, an associate 
of the A. H. Harris general agency of 
Mutual Benefit H.&A. and United 
Benefit Life at Springfield, Ill., took 
his own life. He had been despondent 
over ill health. He was a brother of 
A. H. Harris who heads the general 
agency. 


JAMES F. BOSTOCK, 45, associate 
general manager of the mortgage loan 
and real estate department in the 
Minneapolis regional office of Pru- 
dential, died as a result of an auto- 
mobile accident near Long Pine, Neb. 
He had been with Prudential since 
graduating from Duke University in 
1935. 


JAMES A. TYSON, who was with 
Guardian Life for 30 years and manag- 
er at Philadelphia when he retired in 
in 1951, died. 


R. L. SCHNEIDER, 43, regional su- 
pervisor of Prudential at Milwaukee, 
died. He had been with the company 
17 years. 





Convention Dates 


Oct. 21-23, Individual A&S Insurance Forum 
of Health Insurance Assn. of America, Bilt- 
more hotel, New York. 

Oct. 23-25, Assn. of Life Insurance Medica! 
Directors, annual, Statler hotel, New York 
City. 

Oct. 25-27, Gleaner Life Insurance Society, bi- 
ennial, Louis Joliet hotel, Joliet, Ill. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
annual, Biltmore hotel, Santa Barbara, Cal. 

Oct. 31-Nov. 1, Southeastern Actuaries club, 
annual, Atlanta. 

Oct. 31-Nov. 2, Mid-West Management confer- 
ence, annual. French Lick, Ind. 

Nov. 6-8, Institute of Home Office Under- 
writers, Edgewater Beach hotel, Chicago. 
Nov. 10-14, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, Chi- 

cago. 

Nov. 14-15, New York Assn. of Life Under- 
writers, fall meeting, Van Curler hotel, 
Schenectady, N. Y. 

Dec. 6-8, California State Assn. of Life Under- 
ya midyear, Rickey’s Studio inn, Palo 





Dec. 9-10, Assn. of Life Insurance Counsel. 
winter meeting, Plaza hotel, New York City. 
Dec. 10, Institute of Life Insurance, annual, 
aldorf-Astoria hotel, New York City. 
Dec. 11-12, Life Insurance Assn. of America, 
eanval, Waldorf-Astoria hotel, New York 
y. 
Feb. 14-15, New York Assn. of Life Under- 
writers General Agents & Managers Confer- 
ge Gideon-Putnam hotel, Saratoga Springs, 
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Prudential Marks 
82nd Anniversary 


Prudential celebrated its 82nd anni- 
versary with the traditional buffet 
luncheon in the Newark home office 
for business and civic leaders. Presi- 
dent Carrol M. Shanks and other of- 
ficials greeted the guests. 

Founded in a basement on Broad 
street with two employes, Prudential 
now employs 8,500 persons in the sev- 
en buildings that comprise its Newark 
home office. The company is now in 
a $20 million building and redevelop- 
ment program that will add a 24-story 
tower building to these facilities. 





Desmon Warns Agents 
About Counseling Fees 


Joseph N. Desmon, general agent of 
Continental Assurance at Buffalo and 
president of New York State Assn. of 
Life Underwriters, has warned agents 
that they must have something more 
than an agent’s license if they are 
paid for rendering counseling service 
to policyholders. 

Any person, firm, association or cor- 
poration intending to charge a fee for 
insurance counseling must file a state- 
ment with the insurance department 
under sections 180 and 182 of the in- 
surance law, Mr. Desmon pointed out. 
These sections require that a schedule 
of fees and a copy of the constitution 
and bylaws of an incorporated organ- 
ization be filed with the superintend- 
ent. 


The superintendent may examine 
the advisory organization or consultant 
and may order any unfair or unreason- 
able practice discontinued. 

Life agents are being called upon to 
service an increased volume of busi- 
ness, much of it written by agents 
now deceased or out of the field. Ex- 
planation to matured endowment 
policyholders about income taxes have 
required many hours of unproductive 
time, Mr. Desmond said. 

As a result, the charging of fees has 
been accelerated. Life agents frequent-* 
ly are offered a fee to review a policy- 
holder’s insurance estate when there 
is little likelihood of a new sale on 
which a commission would be earned. 


‘STOCKS 


By H. W. Cornelius, Bacon, Whipple & Oo. 
135 S. LaSalle St., Chicago, Oct. 15, 1957 
































Bid Asked 
Aetna Life 175 180 
Beneficial Standard... 16 17 
Business Men’s Assurance .......... 6512 6742 
Cal.-Western States 0.0... 8642 
Columbian National ..... 7642 
Commonwealth Life ..... 21% 
Connecticut General ...............008 250 
Continental Assurance .... 104 
Franklin Life .............08 62% 
Great Southern Life .................. Bid 
Gulf Life 24 
Jefferson Standard ou... 82 
Kansas City Life ..... 1170 
Life & Casualty... 18% 19% 
Life Insurance Investors .... 14 15 


Life of Virginia 
Lincoln National 


National L. & A. ........... 9642 
North American, III. 18 
N. W. National 82 
Ohio State Life . — 
Old Line Life ........ 48 
Republic Natl. Lif 37% 


Southland Life 
Southwestern Life 
Travelers 

United, Il. 
U. S. Life 
West Coast Life 
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NOW IT’S POSSIBLE FOR YOU TO OFFER 
Group Pension and Profit-Sharing Plans 


1S} 





For ‘‘the Butcher, the Baker, the Candlestick 
Maker’’ and other employers of small groups 


Here for the first time . . . as another pioneering service of 
Bankers Life Company . . . are the benefits of a tailor-made 
group pension plan for which nearly every employer can 
qualify .. . and at a cost commensurate with costs for similar 
plans heretofore available only to groups of 25 or more. 


A full range of choice to employers of small groups— 
Group Income Endowment, Deposit Administration Group 
Annuities, Whole Life with Endowment Maturity privilege, 
Conventional Group Annuities, Profit-Sharing Group. An- 
nuities—opens a completely new market to you with realistic 
compensation for the agent of record. 


All this is backed by Bankers Life Company’s unexcelled 
service, machine accounting, progressive underwriting, 
actuarial service, and prompt preparation of individual 
proposals—prepared in many cases right in the field. 


Why offer your client less for his consideration? 
For Complete Information 
Ask our nearest Group Office or write 


BANKERS COMPANY 
DES MOINES. IOWA 


Licensed in all States. Branch Offices in Principal Cities in U.S. 














Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 
I am interested in your service. Please send further 


Mail this 











information, at no obligation to me. 
Coupon . F Sea ast. 
toda y Address 
City. State 
4 
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fice since its establishment in 1954. director of agencies of Internationa] elected 
He has been in sales or sales manage- Life of Austin. He has had varied ex. createc 
H A GES ment since joining the company in perience in selling, agency manage. Lyle D 
1923. ment, and home office departments, tive V 
He was one of the original instructors Rich \ 
school of marketing. secreta 
Prudential pointed the field secretary, Kelly C. State Mutual was Ni 
ry Graham, acting executive manager William A. Loubier has been pro- Travelers 
ee erer has been Pro- Crrective Nov. 1. Mr. Dirksen will moted to manager S&S ae Old R 
. continue in office until after the : FR Ralph Coppeler has been promoted Fran 
img og foes annual convention of the association at + geil pe a to assistant secretary in the life, ac. superit 
regional home of- Peoria, Oct. 27-29. and sales promo- rt and group claim department of public 
fice. He will con- Mr. Dirksen has spent most of his tion branch. Editor reo pase vk ge sg. at the 
tinue to assist working life in insurance. After grad- of State Mutual’s p77 saatied aaa Aen ae Cal. B 
. ~she dn : , ; blication 1 sistant secretaries in the 
Louis N. Varnado, uation from business college in 1927, — Pyne peomyng accident department. Mr. Coppeler has Bowen 
director = vinta he was employed as an underwriter by since 1955. he wili been an examiner in the life, accident nation: 
cles. — an Continental Auto Underwriters of continue to super- and group claim department since 1953, of Pa 
ae ny a os Springfield for a year. He then joined vise that publica- Mr. Cooley, Mr. Ulrich and Mr. Walker been \ 
assistant director the department of insurance in the tion. A new editor have been underwriters in the acci- of Ore 
of ordinary agen- bureau of liquidations. He was retained will be named dent Soporte since 1955, 1945 and 
cies after experi- by each succeeding director, and as a shortly. a. —- 1950, respectively. South 
ence as_ special career man became assistant director + sori Ben ae, a i pn 
agent, assistant} P.N. Kammerer handling legal matters before affiliat- ; stant inthe agen. North American Re istar 
manager and gen- h ing with the agents’ association. W. A. Loubier a p coche pg Robert R. Gallagher has been pro Life 
i any. ‘ ae Wer ° es ° 
eras Sommer 4 chamaag oi a n- , C- J. Faherty and Sidney A. Kent anq joined the then publicity depart- moted to associate actuary of North 
ward J. » execu have been promoted to 2nd vice-presi- ment two years later. American Re. He was with Sun Lif col 
ager and —— nt a onan ag of dents of Prudential. Mr. mi ggeeisd has of Canada from 1950 to 1953 when he Neal } 
Insurance ents, wlll leave this PpO- been executive investment manager : : : reti 
sition Nov. 1 to take up new duties as of the commercial and industrial loan NATIONAL UNION LIFE of Mont- ——- — ee scone 
associate counsel in the Mid-America department since its formation in 1956. gomery, Ala.—Holland V. Shields =a — i s ciety of prem 
office in Chicago of Prudential. Direct- Mr. Kent has been executive director been appointed agency director. Unti . M 
f4 - dent d Mr 
ors of the agents’ association have ap- of agencies for the Chicago home of- recently he was vice-president an ’ until } 
New England Life in 19% 
New England Life has promoted eg 
John C. Storey to associate counsel ; 
and Frederick R. H. Witherby, Charles NEI 
me T. Shea and Edward T. Winslow to as- TANA 
: oe sistant counsel. Mr. Storey is respon- appoil 
; sible for the legal aspects of mortgage P 
loans and realty purchases. Mr. With- sol 
Li 5 3 WW ? T oa erby’s duties concern mainly secur- ert W. 
ities transactions and direct placement cies of 
loans. Mr. Shea works chiefly on gen- has t 
eral insurance matters, including chargé 
- R OVI D E N T agency problems and legislation. Mr, who j 
Winslow is office manager and works and h 
with Mr. Storey on mortgage and real electec 
estate matters. 
NA’ 
Southwestern Life pn 
Sam Davis, supervisor of Southwest- and ac 
AY PROVIDENT PRODUCERS ern Life’s actuarial section, has been 
advanced to actuarial assistant, and STA 
Gayle Evans has been named assistant DIAN 
supervisor of the actuarial section. Mr. promc 
: : d ‘ Davis joined the company in 1947, etice 
Good persistency pays. Policyholders get good service. Mr. Evans in 1954. office 
oh in chi 
The salesman earns more commissions. The company Bankers Of Nebraska: - 
“ eg James N. Ackerman, general counsel ner h: 
keeps more business in force. for Bankers Life of Nebraska, has been tender 
elected to the board of trustees to suc- of age 
ceed the _ E. C. Ames. Mr. Acker- 
. > ps man join the company in 1947 as 
The savings brought about in better than average per attorney. He was hamid asistant gen Nar 
i ° eral counsel in 1950, associate genera | 
sistency are shared with those responsible for them— counsel in 1954, and general counsel Nat 
in , Alb 
the salesmen. At our convention last month fifty-one John 
cal Bankers Life Of lowa ea 
° : nder 
leaders in persistency who met reasonable production Marvin D. Selvig has been named | of" 
aoe - field supervisor with headquarters a 1957-5 
1 han 30 000. This extra the home office. He will work on as- ; 
requirements divided more t $ . signments with agencies pg ei ay 1 
° = the country. He has been with Bankers ev 
compensation was money these salesmen earned. Per ype tn Oy Brim 
; ' ' York, 
sistency pays cash! Pacific Mutual Life Hendl 
In a series of major promotions at a 
Pacific Mutual Life Gaylord N. Martin K 
Jr, has been named to manage a new- nox 
x F ly created policyowner service depart- Busin 
ment. Others promoted include Harold Tex., 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY T. Joanning, planning and coordinat- Baum 
ing manager; C. Fredric be peice my crede! 
nh icy accounting manager; wrence Old I 
Ww CHATTANOOGA Oaks, superintendent of claims; Ben- ability 
= : nett Carter, claims supervisor; John way, | 
eles 1887 — 7Oth Year —1957 E. Harris, assistant manager, general sent 
ne drcdie: services; Hazel Martin, supervisor of ions, 
: . — , gg : ng FcR b ’ x ° ’ i ‘a f Ve 
ee : policy accounting; Hugo Barbiera, su 0: , 
, pervisor of agency accounting; Eric plann: 
Ledger, manager of policy issue; John chuset 
T. Schmitz, supervisor, agency, and tions 
Waldo D. Boss, senior claims examiner. New 
RICHMOND LIFE—Jobn L. Epps Jr, | bershi 
executive vice-president since the com- al, 
pany was organized in 1946, has been Oren 
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elected president to fill the vacancy 
created by the death of Worley Harr. 
Lyle D. Thornhill was elected execu- 
tive vice-president, Mrs. Frances L. 
Rich was chosen vice-president and 
secretary and Mrs. Gladys B. Crighton 
was named treasurer. 


Old Republic Life 

Fran E. Bowen has been appointed 
superintendent of agenies of Old Re- 
public Life. His headquarters will be 
at the company’s office in Arcadia, 
Cal. Before joining the company Mr. 
Bowen was supervisor of agencies and 
national director of brokerage sales 
of Pacific Mutual Life. He has also 
peen with Canada Life and Standard 
of Oregon. 


Southwestern Life 

George M. Sherritt has been named 
ssistant actuary of Southwestern 
Life. 


COLLEGE LIFE OF AMERICA— 
Neal Morehart has been named agency 
secretary, and Ralph Foster, Robert 
Houck and Elliott Walters have been 
named superintendents of agencies. 
Mr. Morehart was at Manhattan, Kan., 
until he was named assistant secretary 
in 1955. Mr. Foster was manager at 
Austin, Mr. Houck at Lansing, and 
Mr. Walters at Seattle. 


NEW AMERICAN LIFE OF MON- 
TANA—Lawrence Guthrie has been 
appointed agency supervisor. 


SOUTHEAST LIFE of Miami—Rob- 
ert W. Hinton, superintendent of agen- 
eies of Commonwealth Life since 1955, 
has been elected vice-president in 
charge of sales. Kenneth R. Thompson, 
who joined Southeast 14 months ago 
and has been chief underwriter, was 
elected assistant secretary. 


NATIONAL FARMERS UNION 
LIFE—James M. Tulloch has been 
named manager of the underwriting 
and actuarial department. 


STATE SECURITY LIFE OF IN- 
DIANA—Maurice A. Hurst has been 
promoted to chief underwriter and 
general office manager at the home 
office in Anderson. He was formerly 
field supervisor for northern Indiana 
in charge of training and production. 


PENINSULAR LIFE—W. W. Good- 
ner has been promoted from superin- 
tendent of agencies to assistant director 
of agencies. 


Name Heads Of NALU 


National Committees 

Albert C. Adams, general agent of 
John Hancock at Philadelphia and 
president of National Assn. of Life 
Underwriters, has selected chairmen 
of 27 NALU national committees for 
1957-58. Twelve are reappointments 
and 15 are new chairmen. 

New chairmen are Harry F. Gut- 
mann, Mutual of New York, New 
York, committee of agents; William S. 
Hendley Jr., Mutual of New York, 
Columbia, S.C., associations; David M. 
Blumberg, Massachusetts Mutual, 
Knoxville, bylaws; R. L. McMillon, 
Business Men’s Assurance, Abilene, 
Tex., convention program; Herbert J. 
Baum, Protective Life, Birmingham, 
credentials; Francis G. McNamara, 
Old Line Life, Waukesha, Wis., dis- 
ability insurance; George C. Tread- 
way, New York Life, Peoria, Ill., elec- 
tions; Ellen M. Putman, National Life 
of Vermont, Rochester, N.Y., estate 
planning; A. Jack Nussbaum, Massa- 
chusetts Mutual, Milwaukee, func- 
tions and activities; William E. North, 
New York Life, Evanston, IIl., mem- 
bership; Howard V. Krick, Penn Mu- 
tual, New Haven, public relations; 
Oren D. Pritchard, Union Central, 
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Indianapolis, resolutions; R. Edwin 
Wood, Phoenix Mutual, San Francis- 
co, social security; Jack White, Pru- 
dential, Los Angeles, state law and 
legislation; Jack A. Stewart, Phoenix 
Mutual, Cleveland, underwriter ed- 
ucation and training. 

Reappointed were Louis J. Grayson, 
Travelers, Washington, D.C., affairs of 
veterans and servicemen; Benjamin 
D. Salinger, Mutual Benefit, New 
York City, compensation; Sam B. 


Starrett Jr., Guarantee Mutual, Om- 
aha, conservation; John Z. Schneider, 
Connecticut General, Baltimore, fed- 
eral law and legislation; William H. 
Pryor, Connecticut Mutual, Wauwa- 
tosa, Wis., field practices; J. Hicks 
Baldwin, New England Life, Wash- 
ington, D. C., finance; Harry N. Phil- 
lips, Sun Life of Canada, San Fran- 
cisco, group insurance; R. B. Walker, 
New York Life, Hollywood, Fla., re- 
lations with accountants; Q. L. Ching, 
Prudential, Honolulu, relations with 


attorneys; Fisher E. Simmons Jr., 
Pan-American Life, New Orleans, re- 
lations with other organizations; Paul 
H. Conway, John Hancock, Syracuse, 
relations with trust officers; C. Car- 
ney Smith, Mutual Benefit, Washing- 
ton, D.C., relations with National 
Assn. of Securities Dealers. 

The committee on nominations, elect- 
ed at the NALU convention at De- 
troit in September, chose as its chair- 
man Herbert R. Hill, Life of Virginia, 
Richmond. 





NOW 
ONE BILLION 
DOLLARS 
OF LIFE 
INSURANCE 
IN FORCE 


On August 26, 1957 
Pan-American Life 
Insurance Company 
passed the mark of 
One Billion Dollars of 
Life Insurance 

in Force. 


Ads similar to this 

one appearing in 
NEWSWEEK 
magazine and in 53 
major newspapers 
have assisted our 

Field Force in reaching 
this goal—they will 
continue to aid them 
in their future progress. 


You can ‘‘put yourself, 
and your family, on 
your own payroll 
first’”’ not only through 
our life insurance, 

but also by 
representing us under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 


Ethene anmy 


Executive Vice-President 


7 ed 
Vice-Pres. & Agency Director 








Lut your FAMILY on 











your payroll first / 


Jour Pan-American Agent 
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cant Show you how... 


Uppermost in the mind of every man with a wife and children 
is to provide a fine standard of living for them today . . . and, 


to be certain they continue 


their standard of living in the 


future. If all of his salary goes into other hands every pay- 
day, there’s nothing left for family protection. The wise man 
puts his family on his own payroll first! A brief talk with 
a Pan-American representative will quickly disclose how easy 
it is to provide security with a special Pan-American Life 


Insurance policy. 








Among the top 10% of 
U. S. life insurance 
companies — writing 
more than 90% 
of all life 
insurance. 


Pan-American 


Life Insurance 
Company 


A MUTUAL 
COMPANY 


NEW ORLEANS 
U.S.A. 
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Must Fight To Preserve American Agency System 


(CONTINUED FROM PAGE 7) 





a prominent company president ask 
this question: “How can we continue 
to sell the career concept in life in- 
surance and back it up by giving 
agents less income? 

5. Following closely are the direct 
writing companies. It’s true they don’t 
reduce commissions; they just elimi- 
nate the agent, and proudly boast in 
their ads, “‘no agent will call.” 

6. The so-called ‘“Blues’—Blue 
Cross and Blue Shield—may be an- 
other threat. They are advertising as 
insurance companies, yet operating as 
nonprofit institutions in many states. 
It may be more serious than we think, 
because blues are recommended by 
hospitals and physicians; yet these are 
the very people who cry longest and 
loudest that socialized medicine would 
lead to the collapse of the free enter- 
prise system. In fact, Dr. David B. 
Allman, president of the American 
Medical Assn., said: “Physicians must 
oppose any financing mechanism that 


g Oo t Oo g e t h e r is a step toward socialization of the 








economy.” 
As the railroad industry has grown and progressed, so A truly neble expression; but he 
has Life and Casualty. From a very modest beginning in continued by saying: “It can be ex- 
1903 to more than a Billion Dollars of Life Insurance and pected that as hospital rates continue 
a Billion Dollars in Accident Insurance in force today! to rise at an unprecedented rate of 


5% per year, the pressure for increased 
Blue Cross premiums must also in- 
crease. Under these circumstances it 


We have progressed in other ways as well: In the type 
and variety of protection we offer; in the cordial rela- 


tions we enjoy with our policyholders, and of utmost wuld. eat be sumeidnn Mt tee Dine 
importance, in the fine service rendered to our policy- Cross sought government subsidy even 
holders by our outstanding field force. more vigorously.” 

Known as one of America’s fastest growing Billion What do you think? Are the Blues 
Dollar Life Insurance Companies, our goal is to reach dangerous or aren’t they? 

Two Billion dollars of Life Insurance in force by 1960. 7. Is the fact that life insurance 
You can be sure this dollar growth will be matched by sales through general insurance men 


are being encouraged another threat? 
What are we heading for—a part time 
agency, a part time manager, and 
even a part time home office in the 
life insurance business? Will this help 
or hurt the agency system? 

8. Another threat—perhaps remote 
but nevertheless its here with us—is 
our shortsightedness in not getting our 
share of young men just out of col- 
lege. In the past, the feeling seemed 
to be that he was so immature, that 
he would be exceptional if he lasted 
in the insurance business; but many 
are beginning to realize that there is 
intense competition from virtually 


constant progress. 









Life and Casualty 


Insurance Company of, Sennessee 

















a 


“characteristic of the present time.” 
—WEBSTER 





A surrey drawn by a high-stepping bay was once modern, and 
filled the needs of the times. Then, Modern Woodmen life insurance 
was also designed to fit the needs of that era. Just as “horses” 

of today feed on high-octane instead of oats, so too have 

Modern Woodmen's policies progressed to meet today's demands. 
It's the adaptability to changing times that keeps Modern Woodmen 
truly Modern. "Modern Woodmen" is more than a name— 


it's a description. 


Modern Woodmen 
SINCE 1883 of America Rock Island, Illinois 


$606 MILLION LIFE INSURANCE IN FORCE ASSETS EXCEED $203 MILLION 








every industry to get the young col- 
lege graduate and thoroughly indoc- 
trinate him with the business—even if 
it means an expense over some period 
of time. These boys will be the man- 
agers of the future. What are we do- 
ing im order to plan ahead for our 
manpower? 

These and many other threats, it 
seems to me, confront us; the question 
is “What to do about them?” There 
may be many ways, but perhaps most 
important right now is for manage- 
ment in the file to make itself heard, 
In fact, it better make itself heard— 
and fast—or we certainly will be past 
the point of no return. 

It’s time to take a stand as an in- 
dividual head of an agency, and as a 
local association working for the pro- 
tection of agents, the institution of 
life insurance, and most important of 
all, for the welfare of wards—the in- 
suring public. 

It’s time to be heard by our compa- 
nies never underestimate the strength 
of your voice in the policies of your 
own company. Remember that the 
voice of management reflects the 
voice of the agency force, and without 
these two segments, where would the 
life insurance business stand? 


Finally, one important way to com- 
bat the forces battering at the agency 
system is membership in your own 
local general agents and managers as- 
sociation, and the General Agents & 
Managers Conference of NALU. That 
is the true mark of the career general 
agent or manager and is an endorse- 
ment of the agency system. 

To me, an agent who is not a mem- 
ber of NALU, or a general agent or 
manager who is not a member of 
GAMC is not a career life insurance 
man, is not interested enough in his 
own profession to deserve the privi- 
lege of being called “my life insurance 
man” by any client, and is along for a 
free ride when the times call for ag- 
gressive action. 

Whether or not we have passed the 
point of no return is, I feel, up to you 
—I urge you to stand up and be 
counted. 





Open Pilot Sales Drive 


With Phone Conference 


Bill Stern, radio and TV sportscaster, 
recently joined Pilot Life officials in 
opening the fall “pigskin classic” agen- 
cy sales contest. The announcement 
was made as a conference telephone 
call with all Pilot general agents. Each 
general agent had a loudspeaker con- 
nected to his telephone so his asso- 
ciates could hear what was said. 

President O. F. Stafford opened the 
conference, followed by Mr. Stern; 
James Waddell, vice-president; Rufus 
White, vice-president and director of 
sales; R. W. Donaldson, vice-president 
and manager of agencies; Fred Thomas, 
John Ball, C. E. Stevenson and Her- 
man P. Skiles, superintendents of 
agencies. 

Printed material distributed in ad- 
vance was opened after the conference 
in all agencies, and meetings were 
held to discuss the details. 





45 Complete Conn. Mutual School 


Forty-five agents completed a 2- 
week career school at Connecticut Mu- 
tual’s home office. It was the secon 
largest class on record. The course was 
directed by Horace Smith, assistant 
ageney vice-president, aided by Rob- 
ert B. Proctor, superintendent of agen- 
cies, and James L. Russell, agency sec- 
retary. 
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ACCIDENT & SICKNESS — 





International A&H 
1959 Meeting To Be 
At French Lick, Ind. 


The board of International Assn. of 
A&H Underwriters has voted to accept 
the invitation of the Indiana associa- 
tion to hold its 1959 convention at 
French Lick. 

The Indiana association has already 
worked out a tentative schedule of 
events, according to James Barbour, 
Continental Assurance, Indianapolis, 
state president, and committed two 
speakers—Oren D. Pritchard, Union 
Central, Indianapolis, who will be 
president of National Assn. of Life 
Underwriters in 1959, and Alden C. 
Palmer, insurance commissioner of the 


state. 





Discuss Life, A&S Problems 
At Chicago Claim Assn. 


Lee Wilks, vice-president of Lincoln 
National Life and president of Inter- 
national Claim Assn., addressed the 
October meeting of Chicago Claim 
Assn., and introduced a panel covering 
some problems handled at the life, 
individual A&S and group A&S semi- 
nar at the international meeting. Ken- 
neth Merley, Federal Life, discussed 
life problems; Elmer Rasmussen, Con- 
tinental Casualty, individual A&S, and 
Howard C. Westphal, Continental 
Assurance, group A&sS. 

The executive committee announced 
the election of Kenneth C. Berry, Lum- 
bermens Mutual Casualty, as presi- 
dent, to succeed Ralph M. Martin, who 
resigned because of a possible territory 
change. Committee appointments for 
the year were also announced at the 
meeting. 


Md. A&S Underwriters 
Elect Weigel President 


Maryland Assn. of Accident & 
Health Underwriters elected George S. 
Weigel of Prudential president at the 
fall meeting in Baltimore. Named vice- 
presidents were Vito A. Marino of 
Metropolitan Life, and Robert B. Ho- 
gan of Paul Revere Life. 

Other officers are F. D. Scudder, 
Commonwealth Mutual, secretary, and 
Charles Cooper, Washington National, 
treasurer. 

Speaker was Milton E. Ormerod, re- 
gional sales manager of Continental 
Casualty. 


Voss Talks To Milwaukee A&S 








: Men: Slates State Sales Caravan 


MILWAUKEE—E. W. Voss, Mil- 
waukee manager for North American 
Life of Chicago, spoke on “The Fu- 


service Guide 


Ralph B. Leonard & Company, Inc. 
25 Broad Street New York 4, N.Y. 
Telephone Digby 4-7485 


“Broker-Dealers in Insurance Stock”’ 

















life — Fire — Casualty 








ACTUARIAL COMPUTING 
SERVICE, INC. 


SB 684 West Peachtree 


Street, N. W., Atlanta 8, 
Georgia, P.O. Box 6192, 
Tel. TRinity 5-6727. 











ture Is a Challenge” at the October 
luncheon meeting of Milwaukee A&S 
Underwriters. In addition to building a 
successful agency in the last 11 years, 
he has taught LUTC classes for three 
years. 

President John J. Frey, Prudential, 
announced that a Wisconsin sales con- 
gress caravan would be in Madison 
Oct. 28, Fond du Lac and Green Bay, 
Nov. 4, Eau Claire and Wausau, Nov. 
11. Hugh G. Raymond, Massachusetts 
Protective, Madison, state president, 
will be accompanied by Dale Potts, 
Wisconsin Casualty Assn., S. L. Hor- 
man, Time, Alfred Perego, Perego 
agency, and Leo Packard, Packard- 
Carson agency all of Milwaukee. Other 
state officers and directors also will 
participate. 


Toledo Blue Cross Rates Up 


The Blue Cross plan at Toledo has 
been granted a 10% increased in price 
by the Ohio department. Certain bene- 
fit changes are made part of the in- 
creased rate, such as inclusion of nerv- 





ous, mental and tuberculosis patients 

for 31 days a year with a 12-month 
qualification period for an additional 
31 days; care for new born children 
when the mother is in the hospital and 
classification of children as subscribers 
when the mother leaves the hospital. 


Two New Assns. Of A&H 


Underwriters Chartered 


Charters for the Lynchburg, Va., and 
Rhode Island associations of A&H un- 
derwriters were ratified at the head- 
quarters of the international associa- 
tion recently. The new Rhode Island 
group has 21 members and there are 
10 members of the Lynchburg associa- 
tion. 

Three new associations are being 
organized in Ohio—at Youngstown, 
Canton and Akron, and it is hoped 
that there will shortly be organized 
locals at New York, Boston, Albu- 
querque, Green Bay, Wausau and Eau 
Claire. 

International Assn. of A&H Under- 
writers now has 70 local and 30 state 
associations. 


West Wis. A&S Men Start Season 
GALESVILLE, WIS.—Stanley Peter- 
son, Business Men’s Assurance, La 
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Crosse, new president of Western Wis- 
consin A&H Underwriters Assn., con- 
ducted the first fall meeting here. 
Other officers of the group are Mrs. 
L. E. Danuser, Illinois Mutual Casual- 
ty, Galesville, vice-president, and New- 
land Twesme, Woodmen Accident & 
Life, Ettrick, secretary-treasurer. 





Install Wilson At Eau Claire 

Harry E. Wilson, Time, was installed 
as president of Northwest Wisconsin 
Assn. of A&H Underwriters at a meet- 
ing at Eau Claire. John Hammer and 
Alton Lewis are vice-presidents, and 
Norman Kleist was named secretary- 
treasurer. Gibson Wright, a member of 
the international board, was the speak- 
er. 


Ill. A&S Forum Hears R. E. Bruce 

R. E. Bruce, of Harley Bruce & 
Associates, addressed the first meet- 
ing of the season of Illinois A&S Un- 
derwriters Forum Sept. 19 at the Ad- 
ams house, Chicago. He discussed 
actuarial problems relating to A&S 
insurance. 








Pilot Life recently held a 3-day 
group sales seminar at its home office. 
The seminar launched the annual year- 
end group life sales drive. 















On Sunday evening, October 20, 
1957, The Prudential Insurance 
Company of America will launch 
a new television series, over 

the CBS Television Network, 
that will follow up their 
award-winning show of 1956-57: 
“Air Power” 


“TH E 
TWENTIETH 
CENTURY’ 





“THE TWENTIETH CENTURY”—A BROAD, PICTORIAL REVIEW OF OUR TIMES, TOLD IN. TERMS OF THE PERSONALITIES 
AND EVENTS THAT HAVE SHAPED THIS CENTURY IN WHICH WE LIVE—THE FIRST SHOW: “MAN OF THE CENTURY” 





LIFE INSURANCE - 


ANNUITIES : 


SICKNESS & ACCIDENT PROTECTION 


A one hour program devoted to the story of 


Winston Churchill... statesman, soldier, 


writer and artist. His life and his influence 


upon all of us. A penetrating, incisive 


study of a man set against the backdrop of 


the modern world he has helped to mold. 


Brought to you by your Prudential Agent. 


* GROUP INSURANCE : 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


GROUP PENSIONS 
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REINSURANCE 


A GOOD DAY’S WORK 
is done when you set up 
Reinsurance with ‘‘Em- 
ployers Re.”’ 


Age of many of our A 
& H Accounts runs into 
decades—dgood evi- 
dence of lasting satis- 
faction with Employers 
service. 











EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th Sr. 


LOS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
100 Bush St. 


CHICAGO 
175 W. Jackson 


NEW YORK 
107 Williom St. 
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Mutual Trust Life Insurance Co. 
* 135 South LaSalle, Chicago 


[_] Please rush Family Plan illustrated folder 


(] inctude “Pieces of Eight” 
—_—___— 


— 
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Trend Toward More 
Liberal Underwriting 
Stressed By Actuaries 


(CONTINUED FROM PAGE 9) 

and associate actuary of Prudential, 
said in the past 20 years or more un- 
derwriting has been liberalized often 
in anticipation of mortality improve- 
ments. Competition among companies 
also enters into the picture. Another 
factor has been increasing costs which 
have led to increased acceptance of 
non-medical underwriting. 

Another actuary, F. G. Whitbread, 
assistant vice-president of Lincoln 
National, said more extensive use of 
non-medical examinations for appli- 
cants in substandard health does not 
appear to be an attractive experiment. 
It has proven satisfactory among first 
class risks, to the younger ages where 
significant histories and physical find- 
ings are in the minority. 

Andrew C. Webster, vice-president 
for selection of Mutual of New York, 
gave added emphasis to companies’ at- 
tempts to provide insurance for those 
heretofore uninsurable. Mr. Webster’s 
paper noted that better analysis of 
physical conditions by the medical pro- 
fession and better methods of treat- 
ment have encouraged underwriters to 
make sound offers even to seriously 
impaired lives. 

In Denmark, according to a paper 
by Mrs. Inger Moltke, a Danish actu- 
ary, long study has made the issuance 
of extra-risk policies more widespread, 
but only 5% of applications consist of 
really substandard lives. Recently, 
Danish life companies have agreed to 
an experiment to insure highly sub- 
standard risks. A _ special mortality 
table has been in use since 1954, but 
it is too early to judge the results of 
the experiment. A high percentage of 
substandard business is now issued in 
Denniark without medical examina- 
tion: 

iljo Keinanen, a Finnish actuary, 
reported that the number of policies 
issued without medical examination in 
his country has been rising steadily. 
In 1936, 63% of all policies were non- 
medical. In 1945 it had risen to 80% 
and in 1955 to 89%. There is no in- 
dustrial and only a small amount of 
group. 

In Norway, according to Fredrik 
Lange-Nielsen, general manager of 
Norske-Liv, material progress has 
been made in liberalizing the under- 
writing of substandard lives as a re- 
sult of the efforts of the inter-compa- 
ny committee on under-average lives, 
to which all Norwegian life companies 
belong. Norwegian companies have lib- 
eralized their underwriting over the 
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4A Are Youa 


‘Free 
2 Lancer’ 










one of those versatile, 
rugged individualists who is 
frankly in this business for the 
money? 
Then we want YOU 

. .. and, when you learn about our 
astonishing new ''4-Star Contract”... 
You'll want US! 


Write (strictly confidential) to 
Evans M. Jacobson, Supt. of Agents 


Mutual Savings Life 


Opportunities in 
Arkansas, Indiana, 
lowa, Kentucky, 


ee 
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MANAGEMENT 


a CONSULTANTS 











O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company Manag t Consultants 


LIFE—-FIRE—-CASUALTY 
RICHMOND ATLANTA NEW YORK 




















CONSULTANTS 














tN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
Frank LANGE:AASSOCIATES 





52) FIFTH AVENUE 
NEW YORK 17, N.Y. 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 

















Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 





optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 


ae two years to lifetime. (Also participating life 
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qualified General Agents in selected areas. 


all types of group insurance!) 


Expansion program provides openings tor 
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ASSOCIATIONS 


Ind. Assn. Slates Schools, 


Names Committe Heads 


With one leadership training school 
for local association officers already 
completed, Indiana Life Underwriters 
Assn. has scheduled three more such 
schools throughout the state during 
October and November. 

The completed school covered the 
Calumet, Elkhart county, Fort Wayne, 
reater Hammond, LaPorte county, 
and South Bend associations. Forty of- 
ficers attended the school in South 
Bend under the direction of John Eg- 
gert, Aetna Life, Hammond. 

The association’s annual Caravan 
Sales Congress will make its northern 
stop at Elkhart this year, making the 
schedule Evansville, March 27; India- 
napolis, March 28; and Elkhart, March 
29. 
Chairmen of 12 committees of the 
Indiana association have been named 
by Leon Lawhead, National Life of 
Vermont, Indianapolis, president. They 
are: 

National committeeman, Richard En- 
glehart, Equitable Society, Indianapo- 
lis; leaders club, Max S. Potts, Penn 
Mutual, Huntington A&S, V. S. Carl- 
son, B.H.A., Valparaiso; education, 
Ralph W. Smith, State Life, Indianap- 
olis; field practices, W. Robert Byers, 
Fort Wayne; finance, Joseph Ander- 
son, National of Vermont, Columbus; 
legislation, Richard H. Englehart, Equi- 
table Society, Indianapolis; NQA, 
George E. Phelps, Commonwealth, Ko- 
komo; publicity, Robert W. Osler, 
Rough Notes Co., Indianapolis; public 
relations, Calir E. Miller, Equitable So- 
ciety, Fort Wayne sales. congress, 
James R. Comstock, American United, 
Indianapolis, and speakers’ bureau, 
Robert L. Perkins, Equitable Society, 
Richmond. 


Elect Dickson At Toledo 


Alvin K. Dickson, Bquitable Life of 
Iowa, has been elected president of 
Toledo Life Managers Assn. succeed- 
ing O. M. Heine, Lincoln National. 

Other officers are Joe Dwyer, Co- 
lumbus Mutual Life, vice-president, 
and Harry E. Stewart, Life of Virginia, 
secretary-treasurer. 








SAN ANTONIO ASSN. OF LIFE UNDER- 


WRITERS at the October meeting heard War- 
ren S. Hewitt Northwestern National Life, on 
“What Makes a Man Professional,” and J. L. 
Thorngren, Bankers Life of Iowa, “Our Obli- 
gation and Responsibility to Our Clients.” Mr. 
Hewitt presented the CLU certificate to Fred 
J. Cox, Massachusetts Mutual, and J. E. Thomp- 
son, Prudential presented certificates to mem- 
bers who completed LUTC courses. 


8T. LOUIS—Mr. Luther Hahs, Northwestern 
Mutual Life, Cape Girardeau, addressed a 
discussion session on what it takes to sell life 
insurance. 


DETROIT—Joseph S. Graves, General Amer- 
ican Life, St. Louis, spoke Oct. 16. He quali- 
fied last year for Million Dollar Round Table 
after one year as an agent. 


RECORDS 


FIDELITY LIFE ASSOCIATION— 
John Goodwin, Kenosha, Wis., and 
Matt Kallestad, Marshalltown, Ia., 
have been cited for their outstanding 
production records during the com- 
pany’s recent “Kitchen Spree” con- 
test. Mr. Goodwin wrote $143,000 in 
new business and Mr. Kallestad $138,- 
000 during the 41-day contest. Prizes 
were in the form of kitchen equipment 
for the wives of agents. Fidelity Life 
Association now has more than $96 
million of insurance in force in its 
drive to top $100 million during 1957. 


ACACIA—Leslie Warshell, Chicago, 
creased his year-to-date net new 
production beyond the $1,250,000 mark 
during August to pace a total of 82 








LIFE INSURANCE EDITION 


agents for the “leader” designation in 
William Montgomery Quality Club. 
Year-to-date placed totals of two other 
agents passed the $1 million dollar 
mark by mid-September. They are 
Walt Szwed, Detroit, with $1,142,066, 
and Sidney Michaels, Los Angeles, 
$1,080,500. At year end, Aacacia’s top 
producer is designated club president 
and his four closest competitors are 
named vice-presidents. 


SOUTHWESTERN LIFE—C. W. 
Davis, Southwestern Life, McAllen, 
Tex., submitted more than $1 million 
of new ordinary business during Au- 
gust, the second consecutive year Mr. 
Davis has had a $1 million month. In 
June, 1956, he broke a company record 
when he submitted $1,014,000 of new 
business. 


LIFE OF SOUTH CAROLINA—Or- 
dinary life sales in September passed 
the $1 miilion mark as the result of 
a month-long campaign. The drive was 
built around a “presidental campaign” 
theme. Every $1,000 sold represented 
1,000 “‘votes” for a candidate. Business 
this year is four times greater than 
last, according to Rudy Hagelman, 
vice-president and director of agencies. 


FRATERNALS 


Texas Judge Joins 
W.O.W. Home Office 


Robert L. Kirk, formerly a county 
judge at Littlefield, Tex., has been 
appointed an assistant general at- 
torney of Woodmen of the World, 
Omaha, and has moved to Omaha to 
assume his new duties. Mr. Kirk, who 
resigned his judicial post in Texas 
to assume the W.O.W. home office 
assignment, has been a member of the 
Society’s board since 1956. 








Aid Assn., Lutherans _ 
To Pay Additional Refund 


Surplus refunds on paid-up addition 
accumulations in addition to the sur- 
plus refunds on all basic certificates 
will be paid by Aid Assn. for Luther- 
ans, effective next Jan. 1. Another 
surplus schedule change will result 
in higher payments on 3 and 4% 
certificates issued before Jan. 1, 1948. 


Aid Assn. for Lutherans, the coun- 
try’s largest fraternal insurance or- 
ganizations, has more than $1 billion 
of insurance in force. Its assets are 
more than $238 million and it has 
paid to members and beneficiaries over 
$104 million in benefits since organ- 
ization in 1902. 


LUTHERAN BROTHERHOOD add- 
ed $21 million to its life insurance in © 
force during the September President’s 
Month campaign. Sales of $21,546,502 
were the largest monthly production 
in history. The W. P. Langhaug agency 
of Chicago was the leader in business 
written. 


Hancock Awards $300 For An Idea 


Miss Eileen J. Small, a section head 
in the policy department, has received 
the largest suggestion award ever 
granted by John Hancock. She received 
$300 for suggesting a machine method 
for handling an intricate phase of loan 
and surrender policy operations. The 
procedure will go into effect after 
certain new procedures are pro- 
gramed and installed in connection 
with the electronic data processing 
system. 








you sell. 





STATE MUTUAL LIFE 


Home Worcester, 





One minute is all it takes to find out about the sub- ' 
stantial new earning power awaiting you now in State 
Mutual’s Key Man Sickness & Accident disability plan 
— a modern, saleable plan that’s non-cancellable and 
guaranteed continuable to age 65. 
Without added overhead, billing details or collection 
problems, your earnings from a typical State Mutual Key 
Man S&A case would average $150 for each person 


To learn about this unusual profit opportunity in 
Key Man coverage, we urge you to read our new folder 
entitled, ““How Long?”. For your free copy, contact 
your nearest State Mutual agency. 

We're confident that the 60 seconds it takes you to 
write or call us will pay you many times over in the grow- 
ing number of $150 commissions you’ll earn. 


ASSURANCE COMPANY Of AMERICA 


Olsiras 


Massachusetts 
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WANT ADS 








to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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acknowledged. 


New England company selling Life, Accident and Sickness, 
Family Hospital, Group (Major Medical, Junior Group, etc.) 
offers unusual opportunity to experienced Brokerage Man- 
ager. Will head up operation in established downtown 
Chicago agency. Salary and bonus and other attractive in- 
centives including profit sharing pension trust, group and hos- 
pital coverage. If you are qualified send resume immediately 
to Box X-26, c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. All replies confidential and will be 











GENERAL AGENT WANTED 
FOR CHICAGO 

This old line New England mu- 
tual company is looking for quali- 
fied man to take over established 
Chicago Agency. 

Agency now has more than $25 
million in force. Complete and ef- 
fective training and promotional 
programs available to assist in 
Agency building job. This can be a 
tremendous financial opportunity 
for man with proven Agency build- 
ing ability. 

Send complete résumé in confi- 
dence to G. D. Covell, C.LU., 
Agency Vice President. 


BERKSHIRE LIFE INSURANCE CO. 
PITTSFIELD, MASS. 


LIFE HOME OFFICE 
UNDERWRITER 


An appealing combination: life in New 
England, and ground-floor opportunity with 
@ progressive young New England life com- 
pany. Includes maximum underwriting re- 
sponsibility, supervision of selection staff, 
Policy title, state fillings, etc. Age proba- 
bly around 35; excellent starting salary. 
Brief education and experience background 
to Box X-21, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 














ACTUARIAL 
CAREER JOB OPENING— 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
end experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
0. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box V-75, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 


ASS’T MEDICAL DIRECTOR 


for one of the older and larger 
mid-western companies, writing 
all lines. Salary open to negoti- 
ation. Replies confidential. Write 
Box X-13, c/o The National Un- 
derwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Illinois. 

















S & A UNDERWRITER 


Established New England multiple-line com- 
pany is about to open Sickness & Accident 
section in fast-growing life affiliate. Need 
experienced man 30-35 to develop and 
supervise entire Home Office S & A under- 
writing procedure including forms and sys- 
tems as well as underwriting. Attractive 
salory, exceptional opportunity, pleasant 
community life. Please detail qualifications 
confidentially to Box X-24, The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





ACTUARY 


To work in CALIFORNIA State Depart- 
ment of Insurance. Requires three years of 
responsible actuarial experience with a life 
or casualty insurance company, consulting 
actuarial practice, or an actuarial position 
in a governmental agency. The current sal- 
ary range for this position is $821-1000 per 
month, A salary range of $1000-1100 is re- 
ceived when out-of-state insurance exam- 
inations are required. Nationwide civil 
service examination. Apply before Novem- 
ber 22, to California State Personnel 
Board, 80! Capitol Avenue, Sacramento 
14, California. 


FIELD CHANGES 


American National 


Four new agencies have been opened 
at Watertown, S.D.; Fond du Lac, 
Wis.; Odessa, Tex. and Clayton, Mo. 

Kenneth W. Stockton is manager at 
Watertown. He joined the company in 
1928 and was vice-president and su- 
perintendent of agencies for several 
years before returning to the field. 

John Riehm, manager at Fond du 
Lac, had been general. agent and 
agency director with another company 
before joining American National. 

Daniel C. Biggs Jr., Odessa man- 
ager, joined the company in 1953 and 
became a district manager in 1954. 

H. L. Sam Jennings is manager at 
Clayton. He joined American National 
at Topeka, where he was district man- 
ager and recruiting and training di- 
rector prior to his present appointment. 





Travelers 


Travelers has opened an independ- 
ent branch office for life and A&S at 
Beverly Hills, Cal. It replaces the Wil- 
shire agency and service office which 
was located at the same address. The 
Los Angeles branch will continue to 
supervise other lines. Edward V. 
Brewer Jr. is manager. He was named 
assistant at Oakland, Cal., in 1953 and 
moved to Los Angeles, with headquar- 
ters at the Wilshire agency and service 
office, in 1954. 


Liberty National Life 


W. Winfield Crawford has been ap- 
pointed manager of the home office 
ordinary agency of Liberty National 
Life. He has been with Great South- 
ern at Birmingham. He entered the 
business in 1956. 


General American Life 


James F. Temple has been appoint- 
ed district group manager in Ohio. He 
was formerly with Paul Revere Life 
as a group supervisor in Cleveland. 

Lawrence T. Marcagi Jr. has been 
transferred from Kansas City to Pitts- 
burgh. He joined General American 
in 1953 and went to Kansas City in 
1956 after two years in the army. 


Equitable Society 


Walter Kelly, former star half-back 
at Oregon State College, has been ap- 
pointed assistant manager of the 
Portland agency of Equitable Society. 


Life Of Virginia 
Tolmon C. Robbins, district manager 
of Life of Virginia at Birmingham, has 











WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P O. Box 463, 
CHICAGO 90, ILLINOIS. 




















OPPORTUNITY IN SAN FRANCISCO 


Life Underwriter experienced in estate planning 
insurance to service extensive clientel and close 
large cases. Average case exceeds $200.00. Staff 
develops and qualifies prospects. Lucrative busi- 
ness established !7 years. Vacancy due to death 
of partner. 
No age limit. Substantial earnings possible. 

Management Service Associates 

68 Post Street 

San Francisco 

EXbrook 2-1942 


GROUP MANAGER 


Excellent production and managerial background. 
Six years experience in the Southwestern Area. 
Interested in opportunity to build with an ag- 
gressive, progressive Company. Reply Box X-14, 
c/o The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











GROUP MAN AVAILABLE 


Man with eight por experience in Group In- 
surance and with an excellent record in sales 
and management desires to locate in Minne- 
apolis-St. Paul or Wisconsin. He is a thirty-six 
year old college graduate with a family. Write 
Box X-20, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 
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been transferred to Danville, Va 
James C. Shields, district manager in 
Houston, succeeds Mr. Robbins at Bir. 
mingham. Thomas J. Raynor, field 
training supervisor, succeeds Mr. 
Shields in Houston. 


Guardian Life 


Stephen W. O’Neill has been ap- 
pointed supervisor of Guardian Life 
in Richmond. He has been with Mags. 
achusetts Mutual since entering the 
business in 1946. 


Michigan Life 


Jack Holman has been named sy- 
pervising general agent at Livonia, 
Mich. He has been administrative as. 
sistant in the sales department since 
January. Mr. Holman operated his own 
agency in Detroit before joining Mich- 
igan Life. He also has been with Met- 
ropolitan Life in Dearborn, Mich., and 
with a general insurance agency in 
Miami. 


Southland Life 


Byron B. White has been named 
unit manager at Lubbock, Tex. For- 
merly field assistant at Midland, Tex, 





Byron B. White Smith 


Henry J. 


he joined Southland at Roswell, N. M. 

Henry J. Smith has been appointed 
agency manager at Amarillo. He joined 
Southland at Albuquerque, became 
field assistant in two years and was 
named assistant manager at Austin in 
1956. 


Prudential 


Frederick W. Gross has been pro- 
moted to district group supervisor in 
the Minneapolis group office. He joined 
Prudential in 1946 at Newark and was 
transferred later that year as manager 
of the Minneapolis group office. 

Anthony C. Rivetti heads the new- 
ly opened district agency at San Bru- 
no, Cal. He joined the company in 
1953 as an agent at Whittier, and 


in 1955 was named staff manager 
there. 


Bankers Life Of lowa 


Oscar L. Newton Jr. has been ap- 
pointed group representative at Houst- 
on for Bankers Life of Iowa. He has 
been in group insurance sales and 
service work for several years. 


Occidental Life Of California 


R. Richard Reticker has been named 
assistant branch manager at the La 
Salle street office in Chicago of Occi- 
dental Life of California. He formerly 
was with Manufacturers Life. 

Robert J. Daley has been appointed 
brokerage manager at St. Louis. He 
joined Occidental in 1954 and_ was 
named assistant manager at St. Louls 
in 1955. Prior to this, he was with 
Great-West Life in St. Louis. 


Lincoln National Life 


Stuart F. Remmel Jr. has been ap- 
pointed supervisor in the Robert B. 
Ogden agency at Los Angeles. Mr. 
Remmel also joined Lincoln National 
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in September. He began his insur- 
ance career seven years ago, and has 
had supervisory experience. ; 
William M. Dent has been appointed 
supervisor in the Brant E. Smith agen- 
cy at Phoenix. He entered insurance 
in 1947 and joined Lincoln National 


last year. 


Beneficial Standard 


M. C. Hendershot has been appoint- 
ed director of a newly expanded per- 
sonnel department of Beneficial 
Standard Life. ‘ 

Mr. Hendershot, who has been with 
the company since it was founded 17 
years ago, and a vice-president since 
1945, was formerly in charge of the 
policy service department. . 

Robert Costes has been appointed 
manager of the claims department.. 
He started as a clerk with Bene- 
ficial Standard 9 years ago and in 
1951 became assistant manager of the 
claim department. 


Union Mutual 


Vernon Gerhardt, who has been bro- 
kerage manager at Chicago for Mas- 
sachusetts Indemnity, has joined New- 
house & Hawley as manager of the life 
and A&S department. Newhouse & 
Hawley are managers at Chicago for 
Union Mutual Life. 

Mr. Gerhardt was brokerage man- 
ager in Michigan for Massachusetts In- 
demnity before moving to Chicago, 
and earlier was consultant to Provi- 
dent Mutual Life at the home office 
when the company was developing its 
non-cancellable A&S coverages. 

Newhouse & Hawley are under- 
writing representatives of London 
Lloyds. The Union Mutual Life 
agency is operated under the name 
L. S. Hawley agency. 


LIBERTY LIFE—L. Noel Merritt, 
former manager of Commonwealth 
Life at Cincinnati, has been named 
manager at Tampa Bay, Fla. 


UNITED AMERICAN LIFE of 
Atlanta—Arthur Morris, head of Pen- 
nant Associates of Newark, has been 
named state manager. The campany 
has just been licensed in New Jersey. 


POLICIES 


Home Life Introduces 
New Family Contract 


Home Life of New York has intro- 
duced a family policy, called the fami- 
ly estate builder. 

The plan provides $5,000 to $15,000 
whole life on the husband. For each 
$5,000 unit, the wife is covered for 
$1,250 of term if her age is the same 
as her husband’s, and each child re- 
ceives $1,000 of term. 

Men aged 20 to 45 are eligible. This 
insurance automatically includes dis- 
ability waiver of premium and double 
benefit for accidental death. Insurance 
on the wife varies according to her 
age and continues until the husband 
reaches age 65. It also includes the 
accidental death benefit. At expiration 
date, her term can be converted to 
Standard whole life or endowment. 

Each child under age 18 on the pur- 
chase date is eligible, beginning 15 
days after birth and continuing until 
age 25 or father’s age 65, whichever 
1s earlier. All future children are cov- 
ered automatically on the same basis. 
At expiration date, term on the chil- 
dren may be converted to five times 
as much whole life or endowment. 

If the husband dies first, insurance 
on the wife and children continues 








until normal expiration dates without 
further payment of premium. If the 
wife dies first, the husband’s insur- 
ance is increased 25% until age 65 
with no change in premium. The pre- 
mium payment reduces at the hus- 
band’s age 65, when insurance expires 
on other members of the family. 


Southwestern Adds New 


Decreasing Term Plan 


Southwestern Life has introduced a 
new decreasing term plan to be known 
as selective security. Selective security 
joins the home protector, the income 
provider, and the family income rider 
in the company’s line of decreasing 
term plans. It is, however, the com- 
pany’s only plan in this category which 
has the requirement that each policy 
be for a rather large minimum amount 
of temporary and decreasing protec- 
tion for the policyholders. The death 
benefit must provide at least $50 
monthly income to the _ beneficiary, 
and the annual premium must be at 
least $50. 








Jefferson Natl. Has New Policy 


Jefferson National has brought out 
a series of mortgage redemption poli- 
cies for periods of 10, 15, 20 and 25 
years. These are reducing term poli- 
cies, initial amount of which must be 
at least $5,000. 





Guaranty Savings Life has intro- 
duced a family plan sold in one to 
three units each consisting of $5,000 
whole life on the father, $1,000 term 
to the husband’s age 65 on the mother 
and $1,000 convertible term to age 20 
on all children after 15 days old. The 
wife’s coverage is convertible when 
the husband dies or reaches age 65. The 
premium decreases at the father’s age 
65 when all coverage except on his own 
life is discontinued. 





Met People Give Books 


To Libraries In Sudan 


Home office employes of Metropoli- 
tan Life are contributing books from 
their own libraries to seven new school 
and institutional libraries being estab- 
lished in the Sudan republic. The proj- 
ect is part of the “books abroad” cam- 
paign of President Eisenhower’s “peo- 
ple-to-people” program. 

Present at the launching of the ef- 
fort were actress Irene Dunne, alter- 
nate U. S. representative to United Na- 
tions, and Yacoub Osman, Sudanese 
ambassador to the U. S. and perma- 
nent representative to United Nations. 
They were welcomed by President 
Frederic W. Ecker of Metropolitan and 
Frank St. John, chief librarian of the 
Brooklyn Public Library and co-chair- 
man of the book committee of the 
“people-to-people” program. Mr. Ecker, 
who deposited the first book in a col- 
lection depot at the home office, is 
chairman of the insurance committee 
of the “people-to-people” program. 
Miss Dunne and Mr. Osman congratu- 
lated Metropolitan employes on their 
undertaking. 





Mutual Trust Life Adopts 


Pre-authorized Check Plan 


Mutual Trust Life has adopted a 
pre-authorized check plan, in which 
the company will draw checks on the 
policyholder’s checking account to pay 
his monthly premium. 

The plan offers monthly rates 
which are less than the regular mon- 
thly or quarterly payment rates. Pol- 
icies which are eligible are all ex- 
isting or newly applied for policies 
for which the pre-authorized check 
plan monthly rate is at least $15. 

The policyowner is required to 
maintain a regular checking account 
at his bank. 
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essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 
balance of tradition, product and 
management. Fidelity is 


a well-balanced company. 
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Santa Barbara...Lake Louise 
..that’s our convention schedule ~ 
for this year and next. You can 
open the door to a Pacific National Life general 
agent career for yourself. When you do, you'll 
enjoy non-contributory pension plan and be able 
to offer top commission contracts to your agents. 
How about it? Why not write to: Kenneth W. 
Cring, Vice-President and Supt. of Agents. Do 
it Now! Travel on the winning team. 
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Assurance (2. 
Home Office: 411 East South Temple, 
Salt Lake City, Utah -:- Ray H. Peterson, Pres. 
Kenneth W. Cring, Vice-Pres. and Supt. of Agents. 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 











GEORGIA 





RINTYE, STRIBLING 
& ASSOCIATES 


Cc Lei: 4 ri 


"Pension Consultants 




















William-Oliver Bldg. Atlanta 

JAckson 3-7771 
GA. VA.=-N.Y. 

BOWLES, ANDREWS & TOWNE 
ACTUARIES 

Insurance Company Managemen t Consultants 

LIFE — FIRE—CASUALTY 
RICHMOND ATLANTA NEW YORK 











ILLINOIS 





CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 


MISSOURI 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street 





New York 38, N. Y. 








PENNSYLVANIA 











Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, IIlinois 


Harry S. Tressel, M.A.1.A. Irma Kramer 
M. Wolfman, F.S.A. Wm. P. Kell 
N. A. Moscovitch, F.S.A. D. W. Snee 


A. E. Selweod 
FRanklin 2-4020 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 
Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 
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CALIFORNIA 





CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ili. 








Milliman & Robertson 


Consulting Actuaries 


914 Second Ave. 


400 Montgomery St. 
Seattle 4, Wash. ~ 


San Francisco 4, Calif. 





Cincinnatians Hear Talk On 


Hospital Costs, Insurance 


Richard W. Angert, vice-president 
of sales of Inter-Ocean, told the Cin- 
cinnati Assn. of A&H Underwriters at 
its September meeting that hospital 
costs have risen, but more people are 
living today and living longer because 
of these costs. He discussed “How Long 
Hospitalization,” and as a vice-presi- 
dent of Deaconess hospital in Cincin- 
nati, he had access to first-hand in- 
formation. 

Blue Cross is not insurance, in his 
opinion. He looks at it as hospitaliza- 
tion prepayment. “Whether you agree 
with this system or not, it has de- 
veloped a claim ratio in Cincinnati of 
92%” he declared. “It has its advan- 
tages over insurance. It does not have 
competition in most cases, it pays no 
commission—but it does pay its offi- 
cers nice salaries.” 

“The broad coverage we are giving 
in hospitalization policies is one of our 
problems,” he said. He suggested more 
scheduling of expenses as one ap- 
proach; also coinsurance, and some 
limiting factor so that the hospital 
would not keep a patient unnecessarily 
long. Major medical is probably the 
answer. “I don’t see any reason under 
the sun why maternity should be un- 
der a hospitalization policy. Under 
Blue Cross, you can justify it because 
it is a prepayment plan.” 





Residents Approve Use Of Chimes 
In New Kansas City Life Tower 


Residents and employes within a 
two-mile radius of Armour and Broad- 
way, Kansas City, voted overwhelm- 
ingly in favor of the Norton tower 
chimes, installed on a trial basis by 
Kansas City Life in conjunction with 
the opening of its new home office. 

The chimes are set for 9 a.m., noon 
and 5 p.m. Following the sounding of 
those hours, brief programs of inspira- 
tional music are produced electronical- 
ly, with a carillon effect. 





JEFFERSON STANDARD-—Sales of 
new life insurance in the first nine 
months amounted to a record $174,- 
083,496, up $9 million. Insurance in 
force made a net gain of $95,694,370 
for the period, bringing in force to a 
peak $1,680,052,823. 
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Minn. Union Paper Blasts 


Social Security Critics 


ST. PAUL—Criticism of social ge. 
curity by life insurance companies has 
drawn the fire of the Minnesota Unio, 
Advocate, the organ of organized labor 
in the state. 

Referring to a statement by an of. 
ficial of National Assn. of Life Under. 
writers that social security will not hp 
able to pay more than half what ha 
been promised to the ten million peop; 
now drawing benefits, the paper stateq: 

“It ill behooves insurance firms ty 
attack social security just because they 
once believed it would ruin their bug. 
ness. (They have fought it since ; 
was started more than 20 years ago.) 

“Private insurance is stronger today 
than it ever was. So is social Security 
—and there’s no ‘fine print’ in the 
policy that you have to guard against, 


Franklin Natl. And Palmetto 
State Life Are Consolidated 

Stockholders of Franklin Nationa 
Life of Greenville, S. C., and Palmett; 
State Life of Columbia, S. C., hay 
approved the consolidation of th 
companies. The new company will 
known as Palmetto State Life. 

Ashley C. Tobias Jr., chairman ¢ 
Palmetto, will continue as chairman 
Rush S. Dickson, chairman of Franklin, 
becomes vice-chairman. John L. M 
Tobias, president of Palmetto, remains 
president. Charles W. Wright, presi. 
dent of Franklin, becomes vice-pres- 
dent of the new company. 

Franklin is moving its office facilities 
to Columbia. Palmetto, founded in 
1924, had $59 million of insurance jp 
force at the start of the year. Franklin, 
organized in 1935, had $12 million in 
force. Their combined in force totals 
$80 million now. 

Franklin stockholders receive 2.05 
shares in the consolidated corporation 
for each share held. Palmetto stock- 
holders continue to hold the same 
number of shares. 








UNITED BENEFIT LIFE and Mv- 
tual Benefit H.&A. have an increase 
of 72% in group business in the first 
nine months of 1957, A. W. Randall, 
assistant vice-president and _ group 
manager, announced at the companies’ 
group meeting at Lake Okoboji, Ia. 





Wa ter H. Huent, President 
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"Khe Meys 
Successful Agency Building 


CAREER COMPENSATION PLAN jeiual ° 4 


A 2-year plan—tiberal to both agent and general agent. 


PRODUCTION INCENTIVE AGREEMENT Semen 


A contract for prospective agents unexcelled by leading companies. al 


Tit ica-——<———~S 


General agents paid a substantial amount for recruiting and training. 


Life-time Service fees « Success-proven training courses 

¢ Basic and programming schools ¢ Business and tax 
seminars * Check-o-matic and premium deposit plans + Special 
college senior plan » Complete line, low-cost life, accident, sick- 
ness, hospitalization, and major medical policies. 


ARNOLD Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


Mutual—Established 1905 
INDIANAPOLIS 7,INDIANA 


AGENCY OPPORTUNITIES in Colo, Fla. Ind., lowa, Ky., Mich., Minn, Mo, Neb, N.D.. Ohio. S D, Texas, W 
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Complete Program For 
Mid-West Conference 


The program for the annual Mid- 
West Management Conference’ at 
French Lick, Ind., Oct. 31-Nov. 1, has 
been completed. The eight speakers 
and their subjects are: 

August C. Hansch, Mutual Benefit 
Life, Dallas, “This I Believe;” Lowell 
Schwinger, Northwestern Mutual Life, 
Cedar Rapids, “Bringing Out the Best 
in Your Men;” Herbert C. Graebner, 
dean of American College, “Great Ex- 
pectations;” Henry M. Faser Jr., Penn 
Mutual Life, Boston, “Recruiting, 
Training, Supervising Young College 
Graduates;” Richard C. Hageman, 
Equitable Society, Cincinnati, “Break 
the Barrier;” Arwood Henderson, Aet- 
na, “My Doctor Is a Salesman,” Frank 
Crum, New York Life, Detroit, “The 
Team With a Dream;” and Homer C. 
Chaney, 2nd vice-president, New Eng- 
land Life, “More Higher Income 
Bracket Sales For Your Agency.” 





Actuaries Must Keep 
Attuned To Times 


(CONTINUED FROM PAGE 1) 
L. Bartleson, 2nd vice-president and 
associate actuary, and James J. Olsen, 
associate actuarial director, both of 
Prudential. 
e +e e 

The industry committee, known as 
task force 4 of the joint committee on 
health insurance, prepared a report 
which was adopted by National Assn. 
of Insurance Commissioners last De- 
cember. This report recommended that 
reserves be required on guaranteed 
renewable hospital and surgical ex- 
pense policies and included basic tables 
of claim costs to be used as a mini- 
mum basis for reserves on such insur- 
ance. Because of the wide variations 
in policy benefits, however, the appli- 
cation of these tables to the policies of 
individual companies has presented 
some problems and the two Prudential 
actuaries showed how they had applied 
them to one of their company’s 
contracts. 

Their paper suggested a practical 
means for adjusting the basic tables 
for some of the more usual variations 
in policy benefits, such as maximum 
periods of hospitalization and maxi- 
mum payment for special hospital 
services, and presented a method for 
evaluating schedules of surgical fees 
in terms of a “standard” schedule. 


The paper was presented for the 
benefit of other actuaries who are un- 
dertaking similar work, especially in 
the smaller companies where there 
may not be all the facilities for the 
preparatory work. Included is an ex- 
tensive series of tables which will be of 
material assistance to actuaries in 
computing reserves for their compa- 
nies’ particular policies. 

Henry F. Rood, vice-president and 
actuary of Lincoln National, was 
elected president of the society to suc- 
ceed Mr. Davis. Mr. Rood has been in 
actuarial work his entire business life. 
He started with Travelers and joined 
Lincoln National in 1931. He was 
made 2nd vice-president in 1949 and 
vice-president this year. He has been 
a member of many of the committees 
of the society, Life Insurance Assn. 
of America and American Life Con- 
vention. He is currently vice-chairman 
of the committee which has worked 
jointly with insurance commissioners 
i creating the new mortality table 
now under consideration for official 
approval. 
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A BIG MOVE will be made by State Mutual Life to this impressive new home office on a 3l-acre site in Worcester, 


Mass. It will transfer 1,000 employes and over 10,000 pieces of equipment to this 5-story ultra-modern structure. 





Almost 2,000 At International Actuaries Congress 


(CONTINUED FROM PAGE 1) 





sympathy and wishes for speedy re- 
covery. As planned, Mr. Davis was 
elected president of the honorary con- 
gress committee for the current con- 
gress. 

In Mr. Davis’s absence, Walter 
Klem, senior vice-president and actu- 
ary of Equitable Society and a vice- 
president of the honorary congress 
committee, was chosen to preside. He 
gave the welcoming address and, in 
addition to introducing U. N. Ambas- 
sador Lodge, called upon represent- 
atives of England, France, Germany, 
Italy and Spain to speak for their 
groups of actuaries. 

It was obvious that the big attrac- 
tion for the overseas visitors is the 





Henry Cabot Lodge Jr., U.S. am- 
bassador to the United Nations, ad- 
dressing the opening session Tuesday 
of the 25th International Congress of 
Actuaries at the Commodore hotel in 
New York City. In the foreground is 
one of the radio sets used for receiv- 
ing simultaneous translations in any 
of four languages, so that Mr. Lodge’s 
talk could be heard in French, Spanish, 
German and Italian as he was speak- 
in English. 


electronic data processing equipment 
available for inspection in the New 
York metropolitan area. The interest 
is more scientific curiosity than an 
indication of any intention of instal- 
ling such equipment in their own 
companies in the near future, as the 
volume and type of business in most 


such companies would not warrant 
such costly machines. 

There was an electronics seminar 
Thursday on electronic office equip- 
ment available and under develop- 
ment. Discussion topics included brief 
descriptions of various forms of re- 
cording media, including “minicard,” 
magnetic card, and photoscope stor- 
age, devices for recording information 
in machinable form, and equipment 
for processing such information and 
printing the results. At the afternoon 
session there was discussion of pro- 
cedures developed for policy issue, re- 
newal billing and collection, actuarial 
computations of premium rates, val- 
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See eae cos ee 


ues, reserves and dividend analyses, 
and other work. 

Further electronics seminar sessions 
are scheduled for Friday. 

Coverage of other events, including 
papers and discussions, will be in next 
week’s issue. 


Woods Elected To Helm 


Of St. Louis GA Assn. 


St. Louis General Agents & Managers 
Assn. has selected Leonard R. Woods, 
Massachusetts Mutual Life, president 
for the following year at their annual 
meeting at Glen Echo country club. 
Other new officers are Robert E. Davis, 
Equitable Life of Iowa, vice-president 
and Gregory L. O’Shea, North Amer- 
ican Life, secretary-treasurer. 

Newly elected directors are H. J. 
Simpson, Equitable Society and Donald 
L. Wulz, New York Life. 
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Officers and trustees of National 
Assn. of Life Underwriters for 1957- 
58 pose for their official photograph 
after the annual meeting at Detroit. 
Seated (from left) are Lester O. Schri- 
ver, managing director; A. Jack Nuss- 
baum, Massachusetts Mutual, Milwau- 
kee, immediate past president; Albert 
C. Adams, general agent of John Han- 
cock at Philadelphia, new president; 
Oren D. Pritchard, Union Central, In- 
dianapolis, vice-president; William S. 
Hendley Jr., Mutual of New York, 
Columbia, S.C., secretary; and William 
E. North, New York Life, Evanston, 
Ill.; Harry N. Philips, Sun Life of 
Canada, San Francisco, and Howard 
V. Krick, Penn Mutual, New Haven, 
trustees. Standing (from left) are Sam 
B. Starrett Jr., Guarantee Mutual, 
Omaha; Louis J. Grayson, Travelers, 
Washington; Jack A. Stewart, Phoenix 


Jack D. McSpad- 
den (right), vice- 
president Liberty 
National Life, 
newly elected 
chairman of _ the 
Agency Section of 
American Life 
Convention, is con- 
gratulated by 
Grant L. Hill, vice- 
president and di- 
rector of agencies 
Northwestern Mu- 
tual Life, retiring 
chairman, at the 
ALC meeting in 
Chicago last week. 


Mutual, Cleveland; Miss 
Putnam, National Life of Vermont, Ro- 
chester, N.Y.; and Jack White, Pru- 
dential, Los Angeles, trustees; J. Hicks 


James P. Swift 
(right), vice-pres- 
ident and general 
counsel South- 
western Life, con- 
gratulates his suc- 
cessor as chairman 
of the Legal Sec- 
tion of American 
Life Convention, 
Dudley Porter Jr., 
general counsel 
Provident L.&A. 


William P. 
Lynch (left), retir- 
ing chairman of 
the Combination 
Companies Section 
of American Life 
Convention and 
2nd vice-president 
of Prudential, con- 
gratulates the in- 
coming chairman, 
Rufus E. Fort Jr., 
vice-president of 
National Life & 
Accident, at ALC’s 
annual meeting in 
Chicago last week. 


Ellen M. Baldwin, New England Life, Washing- wood, Fla.; Francis G. McNamara, Qj 


October 18, 1957 





N alt 
ton, treasurer; R. L. McMillon, Busi- Line Life, Waukesha, Wis., and Davij 
ness Men’s Assurance, Abilene, Tex.; M. Blumberg, Massachusetts Mutual, 
R. B. Walker, New Yerk Life, Holly- Knoxville, trustees. 





As part of the dedication ceremonies of Mutual Benefit Life’s new 20-story 
home office in Newark, the bronze plaque shown above was placed in the floor 
of the lobby of the “pelican room,” the 17th floor auditorium. A “time capsule” 
containing documents and items of historical interest to the company was im- 
bedded beneath the plaque. A plaque, known as “the penny,” rested in the 
floor of the former home office for many years. Participating in the ceremony 
were (from left) Mayor Carlin of Newark, Chairman W. Paul Stillman and 
President H. Bruce Palmer. The ceremonies also included the unveiling of an 
inscription in the lobby of the home office. 


John A. Lloyd (left), retiring president of American Life Convention and 
president of Union Central Life, turns his duties over to ALC’s new president, 
Powell B. McHaney, president of General American Life, at the ALC meeting 


in Chicago. 
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Another good reason why people look up to 
The Man from Equitable 


Living Insurance py Equitable 


The Equitable Life Assurance Society of the U.S. + 393 Seventh Avenue, New York 1, N. Y. 





"9 should reach nearby 
$20,000 in 1957...” 


Zionsville, Indiana 
August 21, 1957 


Mr. C. R. Willsey, Regional Manager 
oe ae eee Franklin Life Insurance Company 
Indianapolis, Indiana 


Dear Bob: 


Last May I completed my third year with the friendly Franklin. 
Words cannot express my gratitude and thankfulness for the 
opportunities afforded to me by our progressive company and the 
cooperation received from all those associated with the Franklin, 
especially you and Pete Milanovich, my General Agent. 


Statements made by you and Pete when I joined the Franklin 
about the tremendous income possible, I could not actually 
visualize. However, in 1955 my commissions were nearly $9,000; 
in 1956, my earnings totaled $16,022.30 and at the present rate I 
should earn nearly $20,000 in 1957. 

Of course, this is five times the income I made when I was 
teaching and coaching. Needless to say, my wife and I and three 


little girls are quite happy about all this. I have been able to 
accomplish and do more for my family than I ever thought 


possible. 


The tremendous public acceptance of the PPIP, JISP, GLA, 
and HP contracts provided by the Home Office have made this 
possible. Over 95% of my business is done on these four plans. 


Cordially, 
Jim Ruby 


An agent cannot long travel at a faster gait than the company he represents! 








The Friendly 
TRIRLAAN TRILIDN ILRI conpany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Six Hundred Million Dollars of Insurance in Force 





